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What Is Your Answer? 





The inquiry about to be propounded is not new at all, and 
the ideas associated with or derivable from it have been 
expatiated before, but it is important enough to justify re- 
vived interest, and,to prompt every life insurance solicitor 
in the United States to ask himself this serious question: 


“IF I WERE THE COMPANY BY WHICH I AM EMPLOYED, 


WOULD I HIRE MYSELF?” 


If you can honestly answer 
“YES,” to this inquiry, there isn’t 
much more to suggest. 


On the other hand—which is 
much more probable—if you are 
forced to reply “NO,” then you 
would better start thinking at 
once. 


And, there are two things to 
consider: either, some way of 
doing more satisfactory work; 
or, a good, prompt, and effective 
method of “firing” yourself. 


The following pertinent quota- 
tion is respectfully called to the 
attention of life insurance solic- 


itors: “Let it not be forgotten 
that any man’s development is 
almost entirely a matter of his 
own concern. Santa Claus has no 
place in business and industry. 
No disinterested person in busi- 
ness is willing to help a man who 
can’t help himself. Let a man, 
however, display initiative, hon- 
esty of purpose, human under- 
standing and tact, and more than 
likely numerous hands will be ex- 
tended to help him over the 
rough, but only sure, road that 
leads to advancement.” 


Just by way of experiment, put 
the above question to yourself. 
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In the face of difficult condi- 
tions, Register Life’s new busi- 
ness for each of the past twelve 
months has shown an increase 
over the total for the same 
month a year previous— a 
record of consistent and con- 
tinuous growth of which we are 
mighty proud. Obviously such 
steady a gain did not result 
from haphazard or sporadic 
effort. It has been effected by 
hard, consistent work on defi- 
nite planned lines— strict ad- 
herence to Register Life’s Fun- 
damental Sales Plan, motivated 
by a sincere desire to serve the 
homes of policyholders and 
prospects with additional 
planned life insurance. 


We take this occasion to 
thank publicly Register Life’s 
Representatives who did this 
job. We think it is outstanding. 
We know the kind of hard 
driving and straight thinking it 
took; we appreciate it accord- 
ingly and are proud to acknowl- 
edge that appreciation. 


A. E. LITTIG, Secretary 
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THE STORY OF THE 
HOME LIFE’S NEW PLAN 











Back of the new and rather unusual 
agency program of the Home Life of 
New York is a story, packed with inter- 
est to anyone in the business of life 
insurance. 

It has its origin in the experience of 
the President of the Company, James A. 
Fulton, who started with a rate book,— 
has hired and trained agents,—and there- 
fore senses the problems of the young 
man ambitious to build an agency. 

Mr. Fulton realized that there were 
countless young men of intelligence and 
ambition, coming into our business each 
year, who, if they could be brought into 
general agency work, would be a real 
factor in the growth of any Company. 


The Average Man 


It was not the unusual man that he 
was thinking of,—the man with a genius 
for agency building, or the man with 
large financial resources. It was the 
average intelligent, ambitious young man. 
There are more of them than there are 
of the genius type. The growth of the 
Company that could find a way to utilize 
in agency development this great group 
of men was assured. It was therefore 
quite a legitimately selfish motive which 
prompted the Home Life to find the best 
way to make use of this group. On top 
of this legitimately selfish motive there 
was the genuine interest in the progress 
of ambitious young men which permeates 
the Home Life and which has caused it 
to become known as “A Company of 
Opportunity.” 


The Basic Questions 


What were the definite causes that pre- 
vented these young men from starting 
their own general agencies and carrying 
them forward to the kind of success which 
is profitable both to the General Agent 
and the Company? Could these causes 
be removed, and if so, how? These were 
the questions which the Home Life asked 
itself 

Its present unique agency program is 
its answer to those questions. 

Here are some of the factors which 
have entered into these questions and 
answers :— 

First it was obvious that many of the 
young men in question are located in great 
cities. They have made a success of 
selling life insurance. They have the ap- 
titude for and are ready and anxious to 
go on to agency work, —but agencies are 
not available. They ordinarily have the 
choice of uprooting themselves and going 
to some small place,—totally different 
from anything they are familiar with,— 
or not going into agency work at all. 


The first thing, therefore, that the 
Home Life did was to adopt the multiple 
agency system in the three largest cities 
of the country,—New York, Chicago and 
Philadelphia. 

The man living and working for the 
Company in one of these centers need 
no longer look afield for his agency op- 
portunity. When he is ready for it, it 
is ready for him in his home city. 

The next thing, however, that stood in 
the way was the cost of setting up an 
agency in a great city. Premiums must 
be collected. Many details must be car- 
ried out. This normally required a rather 
elaborate organization which was ex- 
pensive to set up and operate. It there- 
fore made quick results necessary,—the 
hiring of a large group of men and get- 
ting them into production rapidly. 


Handicaps Overcome 


This meant the practical abandonment of 
any personal production. The Home Life’s 
answer to this problem was central col- 
lection offices in the three cities men- 
tioned. Practically all office detail was 
taken out of the agency. This meant 
that the set-up could be a modest and 
inexpensive one. It meant that the new 
General Agent could devote all his time 
to the securing of business and hiring 
and training men. It meant that the 
building of organization could be slower 
and probably sounder. It meant that the 
transition from personal production to 
agency activity could be gradual which 
is advantageous both from a financial 
standpoint and the standpoint of effective- 
ness. 

We would not want anyone to get the 
impression that the Home Life’s plan 
affects only these three great cities. The 
same principles have been applied to its 
whole situation and affect the man in the 
smaller city quite as fully as in the great 
centers. 

Development Aided 


Starting an agency is, of course, the 
small part of it. Making it successful 
and carrying it forward year by year 
to new levels of production are the most 
important things. Here again the ques- 
tions were asked:—What are the things 
which prevent agencies from becoming 
successful? What are the things which 
tend to stop their further development 
after they have reached a certain point? 
A consideration of these questions seemed 
to indicate that in two particulars the 
business of life insurance had tended to 
become unnecessarily complicated. 

The Home Life has met this situation 
with plans, the keynote of which is sim- 
plicity and economy. 

In the first place there seemed to be 
many things of a clerical or semi-clerical 
nature. which were being done in the 
agency but which could be done more 
effectively in the Home Office. The Gen- 
eral Agent is not primarily an office ad- 


ministrator. The supervision of detail is 
foreign to him. It distracts his attention 
from his principal job, which is getting 
men and getting business. 

The Home Life plan, therefore, calls 
for the freeing of the agency from all 
possible detail. The work which must 
be done in the agency is simple and can 
be handled by any reasonably intelligent 
subordinate. The General Agent can de- 
vote his entire time, thought and energy 
to his real job. 

At the same time there seems to be a 
tendency to do a group of things in the 
Home Office, in whole or in part, which 
could be done more effectively in the 
agency. The Home Life's plan calls for 
the centralizing of practically all sales 
activity in the agency. It believes that 
many well meaning attempts on the part 
of a Company to assist in the hiring and 
training of men have resulted in slowing 
up the process rather than in accelerat- 
ing it. 

Balanced Allocation 

The Home Life makes no attempt, 
therefore, to hire, train or manage the 
General Agent's soliciting agents for him. 
It confines itself to furnishing sales 
plans,—passing on to the General Agent 
the soundest ideas in agency management 
and through the General Agent to the 
agent, the newest and best in sales de- 
velopment. Responsibility and authority 
for agency management are, however, 
centralized in the General Agent. 

As a result of this simplification and 
centralization of activities and the econo- 
mies which they made possible, the Home 
Life was in a position to help meet the 
next two problems in the development 
of an agency. 

The first of these factors that seemed 
to militate against this development was 
the element of fear and uncertainty which 
the system of forfeitable renewals intro- 
duced into the General Agent’s scheme 
of things. 


Benefits Resulting 


The next step in the Home Life plan, 
therefore, was vested renewals. No for- 
feitures,—no deductions, either for the 
General Agent or for the Soliciting Agent. 

The next thing that seemed to stand 
in the path of steady progress, after an 
agency had gotten started, was the lack 
of available iunds to vigorously carry 
forward new development. 

Under the Home Life’s expense for- 
mula, this problem is solved. Automatic- 
ally in new agencies and in old agencies, 
funds are made available for the ex- 
penses necessary in the hiring and train- 
ing of new men. Automatically, worth- 
while activity along this line creates the 
money necessary to make possible its con- 
tinuance. This does not mean that in 
the aggregate the Home Life is spending 
more than other good companies. It is 
a question of a different allocation of 
expenditures. 
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SUBSCRIBERS’ OPINIONS WANTED 


We have had under consideration for some time the 
elimination of the paragraph “Forms of Policies Is- 
sued” and “Policy Provisions” which appear in our 
Life Reports. This information is obtainable in 
greater detail from Best’s Illustrations with which all 
our A Life subscribers are provided. It is in effect 
policy information and therefore belongs in the latter 
publication, while our Life Report is a critical analysis 
of the companies from the financial standpoint pri- 
marily. 

We have done all that we can to keep the size of the 
Life Report as small as possible for many of our sub- 
scribers carry it with them. The paper used is of the 
finest quality and the most compact obtainable and the 
flexible leather covers likewise adds to the handiness. 
Nevertheless, because of the increasing number of com- 
panies and the increasing size of the reports on each 
company there is a continual growth in this volume 
which we are unable to check. 


It is our belief that the elimination of these two 
paragraphs would not inconvenience our subscribers 
in the least and would cut the size of the book by an 
appreciable amount. Any who have opinions on this 
matter or any other suggestions helpful to the end in 
view will find them welcomed by us. 


BORROWERS PROTECTION OR LOAN 
INSURANCE 


This is a form of term insurance either yearly renewable 
or decreasing to cover certain temporary contingencies. 
It is issued to protect banks and borrowers estates in event 
of the borrowers death or to complete building and loan or 
other instalment savings plans when the purchaser dies. Our 
files indicate that the following companies issue this type of 
business, several of them specializing in it exclusively: 
Bankers National Life, Bankers Credit Life, Building and 
Loan Life, Credit Life, Morris Plan Insurance Society, United 
Fidelity Life. The following companies are in a field some- 
what similar to it in that they issue Term insurance on a 
decreasing or yearly plan to cover certain contingencies. This 
is usually issued in large blocks in connection with invest- 
ment trusts, banks, etc.: Inter-Southern Life, Brooklyn 
National Life, United States Life and the Aetna Life. The 
Prudential Insurance Company has a Group contract cover- 
ing the borrowers in the Personal Loan Department of the 
National City Bank of New York. This is not a complete 
list but it comprises all companies that we can recall. 
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LIFE INSURANCE IS SAVINGS 


LTHOUGH we have stressed this point before 

it will do no harm to repeat to our subscribers 
that life insurance is, in considerable proportion, 
savings. Every life insurance contract combines in 
some degree pure insurance with pure investment and 
a number of contracts can be had in which the invest- 
ment feature is by far the principal attraction. 


We will not here go into detail regarding the invest- 
ment side in its many aspects as these have been treated 
by us fully before. There are many ways in which 
this angle may be approached. Mr. Albert Linton, now 
President of the Provident Mutual, has entirely cov- 
ered the angle of the rate of return on this portion of 
the contract when properly computed. It tends to 
range higher than 5% for most mutual companies. It 
is possible, of course, to figure out the savings element 
without any credit at all for the insurance. As we 
have pointed out in previous articles, it is possible to 
get between 314% and 4% initially on life insurance 
contracts without credit for the insurance which, of 
course, is worth the difference between this and the 
total return. However, considering the safety we be- 
lieve that as a pure investment it can be recommended 
to many people who do not need the insurance. The 
proper way to present any such comparison is with 
two columns, one showing the return each year due to 
the cash value and dividends, if any, and the other the 
return in case of death. This will point out clearly 
the fact that the insurance feature which involves a 
small premium is not really costing the prospect any- 
thing in the long run, being merely the chance of col- 
lecting the face amount earlier than usual. There is 
still a third way of looking at life insurance as an 
investment. Most people need insurance and even to- 
day few people are properly or adequately insured. 
This being so it is unnecessary to justify the additional 
insurance. Suppose a man needs $10,000 more insur- 
ance, He can get it on the Ordinary Life plan for so 
much money. However, he can also get it on the 20 
Payment Life plan for a certain sum additional. By 
contrasting the extra amount which he has to put up 
for the larger investment feature of the 20 Payment 
Life plan with the difference in cash (investment) 
value it will be found at once that the yield on this 
extra premium is extremely high. Of course, part of 
this yield is fictitious—the prospect really has less in- 
surance and consequently does not pay so much for 
the cost of insurance. Nevertheless it is perfectly true 
that if he saves the money he does not need the insurance 
and his chance of saving the small difference in pre- 
mium each year in any other manner is small. There 





DEPRECIATION OF INSURANCE 
COMPANY INVESTMENTS 

J. G. White & Company of New York City have just 
completed an interesting study of the diversification o/ 
insurance company investments and the effect of this 
upon their present depreciated market values, 

As might be expected, life insurance companies have 
done the best, the investments appreciating in value 1% 
in 1930 and 1.2% in 1929. The next best showing is 
the United States branches of foreign fire companies 
which depreciated 2.99% in 1930. Casualty and mis- 
cellaneous company investments depreciated 5.5%, 
while fire insurance companies, which invest less than 
40% of their money in stocks, depreciated 7% 
those that invested over 40% 
preciated 19%. 

Of course, there is nothing here that it is not gen- 
erally known, the percentages of depreciation being 
roughly proportional to the amount of common stocks 
held. Fire insurance companies have to invest money 
largely in common stocks and very liquid bonds in 
order to be in a position to realize cash on short notice, 
should this be necessary because of a conflagration. 


, while 
in common stocks de- 


Life companies face no such emergency and are there- 
fore able to purchase long term and less liquid invest- 
ments which in the long run yield higher interest re- 
turns, and are less subject to market fluctuations. 


INSURANCE ADVERTISING CONFERENCE 
Members of the Insurance Advertising Conference will 
attend the first session of their annual convention at the 


Royal York Hotel, Toronto, on October 5. 





are many people who cannot save at all except through 


life insurance. Considering all the factors we believe 
it is an absolutely fair method of comparison if the 
whole story is presented to the prospect. 

We are living in a time of history. Although the 
present depression is world wide and of great magni- 
tude it does not appear to differ materially from those 
which have gone before. It is characterized by the 
same slowing down of industry and by the same piling 
up of gold and cash in the banks. Savings bank de- 
posits keep making new high records and a number of 
such banks have been forced to refuse to accept addi- 
tional deposits. Life insurance presents for many peo- 
ple the surest and safest and best means of saving 
money. Now is the time when these savings are avail- 
able and when the safety feature is most appreciated. 

Talk and sell the higher premium forms. They are 
unsurpassed investments. Surely it is a poor agent 
and one unworthy of his profession who cannot use 
his mathematics to advantage in these days. 
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ON SALESMANSHIP 


ADDRESS DELIVERED BY ALBERT E. N. GRAY, 


Assistant Secretary, Prudential Insurance Company of America at the Forty-Second Annual Convention of the National Association 
of Life Underwriters 


Ladies and Gentlemen: 

Whenever I get up to talk on salesmanship to an audi- 
ence of salesmen, I have a peculiar feeling that the people 
I'm talking to know more about the subject than I do. In 
fact, I feel, right now, just as I felt during a recent over- 
the- garden- wall conversation with a domestic in the em- 
ploy of one of my neighbors. She asked me in which 
direction Passaic lay, and I told her. But I added, “You'd 
better stay away from there Passaic’s a tough town”. She 
replied, “I know it’s a tough town, my mother’s first hus- 
band was murdered there”. 

3ut if in this case, as in that, I can succeed in strength- 
ening your faith in the things you already know, I shall 
feel that I have done a good day's work. 

In spite of a genuinely modest attitude, I do want to 
thank your Chairman for his wonderful introduction, and 
to admit that all the time he was saying those nice things 
about me, I was feeling like the Italian under whose chair 
a brother Italian had placed a bomb. Just as the bomb 
went off, the Italian sitting in the chair was heard to ex- 
claim, “That’s me all over’. 

Be that as it may, I want to assure you of the very 
sincere desire on my part to avoid giving you the im- 
pression that I think I’m the fair-haired boy who's going 
to tell you how to sell life insurance. I think the im- 
portant question is, could you teach me to sell life insur- 
ance if I came to you as a brand new Agent? 

You see, I was a brand new Agent once, and like most 
new Agents, I was given a batch of applications and a rate 
book, and was told that if I made the calls I'd get results. 
I don’t remember hearing anyone say, “God be with you 
because I won't”, but that remark certainly did belong in 
the conversation. 

Vell, I got results—disappointment, disillusionment, and 
discouragement, and like so many others who had gone 
before me, I was ready to quit. But the only way I could 
think of avoid giving the impression that the business had 
been too tough for me was to make a desperate effort to 
give the impression that I was too tough for the business. 
With that thought in mind I picked out several prospects 
who had picked on me, and went to see them. 

What happened when I called on those prospects is a 
~— story, and I won't take the time to tell it now, but 

I don’t want to tell you of one thing that I learned while 
making those calls. You all know how an Agent feels 
when he tries a sure-fire argument or approach on a pros- 
pect and it doesn’t work. Well, that’s exactly how a 
prospect feels when he tries a sure-fire way of getting rid 
of an Agent and the Agent doesn’t get. 

I seem to have used some of the basic fundamentals of 
salesmanship on those prospects, although I didn’t know 
it then, and didn’t identify those fundamentals until years 
later. And I have learned since that experience that I’m 
not the only man who has used salesmanship without 
knowing it. 

Just what is there about this thing called salesmanship 
which niakes it such a mystery that we don’t_know when 
we have it and our best friend can’t tell us? And why 
should there be so much difficulty in understanding a 
thing so simple? Isn't it because there’s something wrong 
with the way we’re teaching it? 

Man can acquire knowledge only when that knowledge 
is stated in terms of things which he already knows and 
understands. Then doesn’t our difficulty lie in the fact that 
we're trying to teach men what salesmanship IS when 
what they really want to know is WHAT IS IT LIKE? 

I once spent an afternoon and evening with a very suc- 
cessful Agent, trying to discover the secret of his success. 
Th sum total of all I learned can be expressed in this sim- 
pl thought: “Selling is like acting, and in order to be a 
good actor, you're got to forget yourself”. And yet, every- 
thing I knew about salesmanship at that time and every- 
thing I have learned about salesmanship since then, has 
gone to increase my conviction that, in that simple little 
thought, I had found the thing I was looking for. 





From its earliest days, the stage has been used as a 
means of selling ideas and ideals through appeals to the 
emotions of the audience, and everyone of you has gone 
through the experince of bing sold. Strangely enough 
the idea or ideal which you carried away with you, deter- 
mined to put it into effect, was not a new idea or ideal, and 
an appeal to your reason would have found you in entire 
accord with it. But oddly enough, it required an appeal to 
your emotions to rouse you to decision and action. Sci- 
entists tell us that man is the only animal possessing the 
power of reason. But cynics tell us that man is the only 
animal that doesn’t use it. And between the two we have 
the whole truth, for while our opinions may be based on 
reason, our actions are inspired by our emotions. And 
that is why the actor DOES and the salesman MUST ap- 
peal to the emotions rather than to reason, because no sale 
is ever consummated unless there is some action on the 
part of the buyer. 

Let’s see how the actor does it. Did you ever see a 
drama with a hero in it that didn’t have a villain in it too? 
Well the villain is just as much a part of the sale as the hero. 
While they’re selling you the ideal, they’re unselling you on the 
opposite of that ideal. And they’re fixing the conviction firmly 
in your mind that your choice must be one or the other. When 
they get through with you, it isn’t a question of courage 
or not; loyalty or not; honor not. It’s a question of cour- 
age or cowardice; loyalty or treason; honor or dishonor. 

Life insurance salesmanship is too often one sided. We 
allow the prospect to feel that it’s a question of whether 
he wants life insurance or not, instead of making him real- 
ize that it’s a question of whether he wants life insurance 
or UNINSURANCE. We don’t make him realize that he 
can’t say “no” to one without saying “yes” to the other. 

Those of you who took the C. L. U. examinations will 
remember the objection you were called on to answer in 
the examination on salesmanship—the one about the pros- 
pect who in these uncertain times didn’t want to commit 
himself to a definite program of expenditure. One of the 
men who took that examination, welcomed that question 
because he had met it and answered is successfully in an 
actual sale. He said, “Mr. Prospect, I can understand 
your looking at it in that way, but by that same token do 
you want to run the risk of committing your family to a 
definite program of having nothing to spend?” And the 
prospect said, “No, of course not”. And the Agent suc- 
ceeded in getting the prospect to say “Yes” to. life insur- 
ance by making him say “No’ to uninsurance. 

Right here, I’m going to admit that the best sales idea 
in the world won’t always work. But I’m also going to 
insist that the reason most ideas don’t work with the 
prospect is that they don’t work with the Agent and are 
never conveyed to the prospect. There never has been 
an idea yet that could walk. 


Sometimes our inability to appeal to the emotions of our 
prospect, lies in the fact that our own emotions have not 
felt the appeal. A certain Agent in Canada had a prospect 
and the prospect had a son. But when the Agent tried 
to sell him life insurance the prospect said, “I belong to 
an order which maintains a wonderful home for orphans 
of its members not far from here. If I were to die, my 
boy could go to that home and have the best of care and 
attention. And the Agent asked me to tell him what to 
say to a prospect like that. 


But instead, I suggested that the Agent visit the or- 
phans’ home, and naturally, he asked why. “Because”, 
said I, “I want you to pick out one of the boys in that 
orphans’ home of about the py age of your prospect’s 
boy—about the same kind of a boy as your prospect’s 
boy. And then, without telling him where your home is, 
or what kind of a home it is, and without telling him what 
his life would be like or what you would expect of him, I 
want you to ask him this question: ‘How would you like 
to come home with me?’ And if you will do that,’ I con- 

Continued on next page 
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tinued, ‘I don’t think anybody will have to tell you what 
to say to your prospect”. 

And the Agent replied, “I don’t think I need to visit 
that orphans’ home. I think I’ll go and see that prospect 
tonight”. 

Words don’t make sales. It’s the spirit behind the 
words. And the Agent who depends on the words rather 
than the spirit behind them, is liable to get the words 
mixed. Sometime ago, I was talking with a group of 
Agents and one of them asked me what sort of a reply 
he could make to a prospect who said, “Aw, you can’t get 
to first base with me”. I suggested that he say, “Mr. 
Prospect, it isn’t a question of whether I can get to first 
base with you. It’s a question of whether your wife 
could make a home run without you”. Unfortunately, one 
of the Agents who had been listening in, actually met 
such a prospect some weeks later, and said, “Mr. Pros- 
pect, it isn’t a question of whether I can get to first base 
with you. It’s a question of whether I can make a home 
run with your wife.” 

Another real difficulty in the sale of insurance through 
an appeal to the emotions lies in the fact that the average 
prospect seems to object to a discussion of the dire pos- 
sibilities and uninsurance and resents an attempt on your 
part to appeal to those higher and nobler emotions that 
make men want to protect their loved ones. And yet 
that same prospect will pay real money to have an actor 
do what he objects to having an insurance Agent try to do. 

Men are jealous of their finer feelings and hesitate to 
give vent to them in the presence of others who have not 
yet proven that they are capable of understanding them 
The actor knows this. He knows that men demand privacy 
for their loves, their tears, and their prayers. And he 
offers his audience privacy in the form of a darkened audi- 
torium. 

He goes even further than that. Those of you who saw 
David Warfield in his later years, will remember how he 
used to move his audience to the verge of tears by the 
powerful appeal of his wonderful acting, and then at just 
the right moment, mrake his audience laugh, so that the 
tears might flow but seem to be tears of laughter. First 
he gave us a reason for tears, and then he gave us an 
excuse for shedding them. 

How many of us have given our prospect reason enough 
for buying life insurance, but have lost the sale because 
we failed to give him an excuse? How many of your 
prospect can you imagine would have been willing to 
sign an application, but were not willing to admit that you 
had succeeded in crashing through the shell and making 
an appeal to their emotional selves? I don’t believe in 
talking cash values for their own sake, but I do know that 
many a prospect has used the cash values as an excuse 
for signing the application in order to avoid admitting 
his sacred and secret reason for purchasing the protec- 
tion. 

Those of you who own sufficient life insurance aren't 
telling your real reason for owning it except to the person 
for whom you bought it. My own reason has something 
to do with a lovely garden, and a white house with green 
shutters, just far enough away from the city. I call it 
“Journey’s End”, not because I’ve stopped traveling, but 
because it represents the end of my search for happiness. 
And I’m willing to go without some of the things I want, 
in order that someone who is with me there, may never 
have to go without the things she needs. But if you ask 
me why I believe in life insurance, I'll tell you there are 
sixteen reasons; four better, four worse, four richer, and 
four poorer. 

And then I'll tell you this story. When I stood before 
the minister, hand in hand with the embodiment of my 
hopes and dreams, my younger brother and my older 
brother were standing behind me in my right. And as 
I repeated after the minister, “With all my worldly goods 
I thee endow,” my younger brother turned to my older 
brother and whispered, “There goes the Buick”. 

Just what is there about our finer feelings and our 
nobler emotions that makes us guard them so jealously 
from the public eye? Why do both Agent and prospect 
deliberately avoid a heart to heart discussion of the real 











reasons for the purchase of protection? Why is it that 
instead of learning how to overcome sales resistance we 
endeavor to avoid it by seeking emotions that are easy to 
appeal to, and sell insurance to provide the inheritance tax 
when we should be selling it to provide the inheritance? 
What did that Agent have in mind when he said to me, 
“In order to be a good actor you've got to forget your- 
self”? 

Confucius is supposed to have said, “In order to be sub 
lime, we must be willing to run the risk of appearing ridic- 
ulous”. And I think that, in our willingness to run that 
risk lies the germ of the fear that’s the curse of our busi- 
ness—the fear that keeps us from selling by keeping us 
from trying to sell. That’s why fools rush in where angels 
fear to tread, and succeed where angels fail. That’s why 
there are so many successes that we can’t understand and 
so many failures that we can’t explain. 

Whenever I hear a big producer telling an audience of 
Agents how he sells, I have a peculiar feeling that as far 
as a large portion of the audience is concerned, it might 
just as well be Lindbergh telling how he flew across the 
Atlantic. For uppermost in the minds of many of that 
audience will be the thought of the possible nose dive in 
the middle of the ocean. 

Jave you ever pictured your favorite actor portraying the 
character of a life insurance salesman? To begin with, he’s 
your favorite actor because he portrays characters that you 
would like to imitate. And you picture of the life under- 
writter that your favorite actor would portray is the picture of 
the life underwriter that you would like to be, and already 
know how to be. 

Let’s put your favorite actor in one of the toughest spots in 
our business—facing the secretary outside the prospect's office 
In the first place, the audience is going to insist that he get 
in to see the prospect, and in the second place he can’t just 
send in his card and be invited in. No audience would stand 
for that. 

Let’s have the secretary hand him one of those terrible slips 
of paper on which he must write his name and the nature of 
of his business or the object of his call. Many of you who 
have been through it, will admit that we’ve got your actor 
and the author in a h— of a fix.* And yet I know of one 
Agent who handled just such a situation in a manner that 
would have appealed to any audience. When the secretary 
handed him the slip of paper, he looked at it and then turned 
to the secretary and said “Perhaps I'd better tell you about 
it instead of writing it”. And when he had finished telling her 
he had finished selling her. 

But let’s return to our actor Agent and imagine him writing 
on that little slip of paper, “Is your business for sale?” Then 
the scene changes and we see the hard-boiled prospect grabbing 
his heavy blue pencil and writing the word “no” across the 
little slip of paper. 

Back again in the outer office we see the actor Agent asking 
for another slip of paper and writing on it, “Would it be for 
sale if you were to die?” And again the slip of paper comes 
back with a bigger “No” on it, and a lot of exclamation marks, 
whereupon the actor Agent asks for still another slip of paper 
and writes on it, “How do you know? You'd be dead”. 

Now, if at that point a movie audience would be satisfied 
to see the actor Agent ushered in to the office of the actor 
prospect, then, in a certain number of cases, a real Agent in 
real life will get in to see a real prospect at the same point. 
And if, instead of getting in the Agent takes the well known 
nose dive, he can comfort himself with the thought that no 
matter how far out they may throw him, he'll be no further out 
than he would have been if he had never gone in. 

If you don’t think that little scene from the movies could 
take place in real life, let me tell you of a much more im- 
possible scene that actually took place in the office of a New 
York millionaire. This millionaire was on the prosepct list of 
a struggling young bond salesman who used to call regularly 
once a week and send in his card only to be told that the pros- 
pect was busy “or sump’n”. But one morning when he made 
his regular call, and the secretary, as usual, asked him for his 
card, he moved over near the prospect’s door and said, in a 
loud tone of voice, “You just tell him that he’s got more of my 
cards now than he’s entitled to and he’s not going to get any 
more. And if he doesn’t see me this morning, he’ll never know 
what he’s missed, because this is the last time Im coming. 
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At that point, the millionaire came busting out of his office 
and shouted, “Whats going on out here. What the h do you 
want to see me about?” And the bond salesman in a fit of des- 
peration shouted back, “Well, since I’m selling bonds, and 
you're buyi ing bonds, what the h— do you think I want to see 
you about?” And later as he was leaving the office with an 
order so big that it actually scared him, the millionaire called 
him back and said, “May be you'd better let me have another 
of your cards after all”. 

Now, let’s substitute, for the millionaire, the tough pros- 
pect who looks at his watch and says, “I’ll give you just five 
minutes”. One of them said that to me once, and I asked for 
another interview at a more convenient time. The second 
interview lasted three minutes. Let's send that bond salesman 
in to see that prospect in the role of an underwriter. When 
the prospect says, “TH give you just five minutes”, let’s have 
the underwriter say, “That’s more than I need. I just want to 
ask you three questions. How much would your family need 
to get along on if you were to die tonight? How much would 
they actually have if you were to die tonight? How old are 
you! r’ 

I'll admit that any Agent who handles that kind of prospect 
in that manner will have a lot of funny experiences, but I’m 
willing to bet that a lot of people will tell him how old they 
are in order to avoid a discussion of the other two questions. 

Just suppose that your local dramatic society planned to 
present a three act play and asked Mr. Average Agent to play 
the part of a life insurance Agent in the cast. Would he be 
willing to appear before his audience as he appears before his 
prospects every day, or would he insist on dressing the part 
to look like a million dellars? Would he be willing to speak 
the lines as he does in his every day work, or would he insist 
on snappy lines that would call for laughter and applause from 
his audience ? 

Would he be willing to walk onto the stake and say, “‘Good 
morning, Mr. Prospect. I represent the Ajax Life Insurance 
Company. Are you in the market for some life insurance this 
morning?” He would not, and what's more he’d have plenty 
to say about any author who would put any such line in the 
play. And of course he'd insist on a big scene in which he 
overcame objections by a powerful appeal to the emotions of 
his prospect and secured the signature, on the well known 
dotted line. And if the author couldn't write the lines to suit 
him, he would write them himself. 

But on the morning after the show, forgetting that an au- 
dience of one is no different from an audience of a thousand, 
he’d put on the old suit and go back to the old routine of 
saying, “Good morning. I represent the Ajax Life Insurance 
Company”. 

And every once in a while he'd think back to the night when 
he had played the part of an Agent before an admiring and 
applauding audience, and he’d wish that life would be like that. 
And the sad part of it all is that life COULD be like that if 
he WOULD be like that. 

I don’t think our job as far as Mr. Average Agent is con- 
cerned is entirely a job of education, because, the reason he is 
no better than he is, lies in the fact that he isn’t as good as he 
knows how to be. I think our job is to find the germ of the 
fear that keeps him from trying and I think we can find it in 
his belief that the better an idea may be if it works, the more 
of a darn fool it will make of him if it doesn’t wor. I think 
we've got to turn his thoughts away from the nose dive in 
the middle of the ocean and turn them toward the safe landing 
on the other stde. He wants to be a success, but he is willing 
to give,up his hope of the sublime because of his unwillingness 
to run the risk of appearing ridiculous. 

We can’t overcome his fear by calling him a coward, and 
we can’t make him a better Agent by giving him hell when 
what he needs is help. I think if we want him to sell insurance 
as an actor would sell insurance, we’ve got to sell him courage 
as an actor would sell him courage. We've got to show him 
that it isn’t a question of success or not, but a question of suc- 
cess of failure. We've got to show him that the hardships and 
ridicule he’s got to go through if he succeeds aren’t in it with 
the hardships and ridicule he’s got to go through if he fails. 

And in closing, may I suggest that we remind him that the 
most sublime figure in all history was, in His most sublime 
hour, an object of ridicule. 





LIFE INSURANCE SALES 

Sales of life insurance for the month of August 
show for the first time in recent months a favorable 
trend. As contrasted with last August they are 9.6% 
lower but this is again in contrast with a decline of 
17% registered for July and an average of 13% for 
the previous months. In other words, while sales are 
still below last year, August shows a distinct upturn. 
This, however, is largely due to Industrial insurance, 
which shows a 5.6% gain as compared with August of 
1930. Ordinary insurance, which is the best business 
barometer of the group, is 12% below last August as 
against 15% below for July with an average for the 
first eight months of 15%. This is slightly better; but 
most of the gain must be attributed to Industrial. The 
signifiance of this (if any) is hard to interpret and 
we shall not attempt it. 

According to the Life Insurance Sales Research 
3ureau the best sections in the country are the New 
England, Middle Atlantic and West North Central, all 
running at 88% of the previous August; while the 
Pacific section is the worst with 77%. It is interesting 


to note that some sections formerly way below par are 
now enjoying revivals, Arkansas showing 102%. 


LIFE PRODUCTION FIGURES—NEW YORK CITY 
Month of August Totals from Jan. 1 
Agency 1931 1930 1931 1930 
Union Central— 
Chas. B. Knight. 
Mutual Life— 
gulian S. Myrick.. 
Aetna Life— 
R. H. Keffer .... 
Penn Mutual— 
J. Elliott Hall.. 
Mutual Benefit— 
Chas. E DeLong 
Mass. Mutual— 
Keane-Pattet son. . 
Conn. Mutual— 
Fraser Agency 
State Mutual— 
Frank W. Pennell. 350,500 317,000 3,778,000 4,081,450 
LIFE PRODUCTION FIGURES—CHICAGO 
Penn Mutual— 
A. E. Patterson . 


$2,141,970 $2,053,396 $22,762,589 $22,740,050 


1,704,000 2,795,000 26,421,405 31,603,812 


1,539,751 17,419,137 


1,438,873 15,146,751 21,966,216 


1,405,000 1,751,468 14,501,361 21,736,735 


1,204,140 793,404 12,619,647 11,807,743 


1,076,405 1,011,000 12,446,901 16,882,102 


$1,007,448 $1,131,907 $9,174,069 $11,531,401 


DISABILITY CHANGES COMING 
The Sooner The Better 

The serious thought which has been devoted to. the 
losses in the Disability Income Field is now expressed in 
announcement by several companies of changes in dis- 
ability practices. The Indianapolis Life in July passed a 
resolution by the board of directors discontinuing the issu- 
ance of Income Disability. The company continues, how- 
ever, to issue the Waiver of Premium Benefit alone. The 
Old Line Life of Milwaukee, Wisconsin also announced 
the discontinuance of the Income Disability Form retain- 
ing, however, the Waiver of Premium Disability. The 
Lincoln National Life now comes out with announcement 
that hereafter Income Disability will not be issued to 
men over age 50 and the discontinuance entirely of these 
benefits to women. The Monarch Life of Massachusetts has 
also cut its age limit from 60 to 55; and is followed by 
the Massachusetts Mutual which reduces the limit from 55 
to age 
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INSURANCE STOCK QUOTATIONS 


(These stocks generally go ex-dividend about 15 days before the date of payment) 


COMPANY Shares 


Outstanding 
*Abraham Lincoln 10,000 
tCanada Life 
*Central (Iil.) 
*Central States 
Columbian National 
tConfederation Life (Cap. $200,000 
—20% paid) 
Connecticut General 
*Continental Assurance 
*Continental Life (Mo.) 
tCrown Life 
*Great Northern 
tGreat West Life 
{Imperial Life (Can.) 
*Life of Va. 
tManufacturers Life 
Missouri State 
{National Life 25% pd. .......... 
*New World 
*North American Life 
*Northwestern National 
*Ohio National 
*Old Line ( Wisc.) 
Pacific Mutual 
Pan American 
*Peoria 
*Philadelphia * 
*Sun (Canada) 
Travelers 
*Wisconsin National 


1 13,450 
250,000 
220,000 

82,679 
100,000 
440,000 
100,000 

30,000 


Par 
Value 


$20 


10 


100 20.00A 
20 


re) 


100 4.00S 


10 
10 
10 
10 
10 
10 


100 e6.25Q 
100 6.000 


10 


Date 
Payment 


Dividend 
Feb. 1 
J-A-J-O 1 
J-A-J-O1 


Dec, 31 


Dividend 
Rate 


1930 Range 
High Low 


37 37 
100 48 


August 18, 1931 
Bid Asked 


37 
44 
590 


300 


SOA 
90 


32 
33 
410 


28 
16 
F-A 3 325 290 
4.00A 
30Q 


500 


nN D 30 
J-O1 


-J-O1 


200 
90 
57 
10 


1-J- 
J- 
J- 


-S- 
A- 
A- 


8.00A 
1.000 
30.00A 
15.00A 
75Q 
10.00 
300 
15.00A 
0A 
1.00 


Jan. 2 
J-A-J-O 1 
J-A-J-O 1 


125 
460 
400 
J-A-J-O 1 120 
J-J2 
J-A-J-O 1 12% 
130 
11% 
16 

11 
28 
20 
50 


14 


Mar. 1 
J-J 


Jan. 1 
J-A-J-O 1 
J-A-J-O 1 

Jan. & July 1 

Mar. 1 

Feb. 1 
J-A-J-O 1 

M-J-S-D 31 

F-A 1 


12 
18 
13 
32 


22 


1.00 
4.250 
.600 
f.60S 
1.00A 
c.60A 
3,100 
1,565 
26 


50S 23 


* Above quotations furnished by H. w. Cornelius & Co., 105 South LaSalle Street, Chicago, Illinois. 


a rate of $1.00 per share. 
b rate of $7.25 per share. 
ec extra $.20 paid in 1930. 
d plus two extra $.25 dividends payable in February and August. 
anda special dividend of $25.00 per share was declared payable on 
pri 


t Quateiiee furnished by A. J. Pattison, Jr. & Co., Toronto, Canada 
Dated 8-20-31 

f paid extra 4% Jan. 1 and 3% July 1, 1930. 

g extra div. of 5% paid in 1929 and 1930. 

+ Based on 1929 Cash Dividend. 





AMERICAN LIFE CONVENTION 


The Convention, through Judge Byron K. Elliott, as 
Manager and General Counsel, has released a_ tentative 
program for the 26th annual meeting of the organization 
which will be held at the William Penn Hotel, Pittsburgh, 
Pa. on October 7, 8 and 9 

The President of the Convention for this year, the Hon. 
Charles B. Roberts, President of the Cedar Rapids Life, 
will first address the Convention and will be followed by 
Wendell P. Coler, Secretary and Actuary, who will discuss 
Policy Departments in 1931. 

Among the subjects to be taken up by the speakers are 
Social Insurance, the Disability question and Conservation, 
these being of particular interest at the present time. 





TUBERCULOSIS DEATH RATE 


Dr. Louis I. Dublin, Statistician of the Metropolitan Life 
Insurance Company, in an address before the American Public 
Health Association on September 16, urged all health officers 
of the United States and Canada to turn the full strength 
of their influence towards reducing tuberculosis mortality 
among the wage-earning population where the disease now 
ranks third of all causes of death. However, it has dropped 
to seventh place among the non industrial classes. Although 
the deaths from tuberculosis have been tremendously reduced 
during the past twenty years the death rate from this disease 
is still much higher than among the company’s ordinary policy 
holders who usually have larger policies and who are for the 
most part engaged in other than industrial work. 
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STABILITY 


In the past two years the life insurance business has fur- 
nished a wonderful example of stability. 


Midland Mutual men are happy in the knowledge that their 
company is sturdy—prepared for any emergency by sound in- 
vestments, ample surplus and contingency funds. 


In periods of depression a sane, conservative management is 


appreciated. An agency contract with The. Midland Mutual 


means sound sleep o’ nights—no nightmare of fear and worry, 


The Midland Mutual Life Insurance Co. 
COLUMBUS, OHIO 


"Its Performances Exceed Its Promises” 


dip 





National Life Insurance Co. 


of the U.S. A. 
A. M. Johnson, Chairman of the Board 








A FINE OLD COMPANY 
FOR AMBITIOUS 
YOUNG MEN 





National Life of the U. S. of A. field representa- 
tives achieve full results from their efforts because 
‘they approach the insuring public thoroughly 
equipped to successfully meet the Protection re- 
quirements of the times. 


They have: 


Guaranteed Low Cost Policy Contracts including 
Term Expectancy and Modified Life. 
Accident and Health in combination with life. 


Juvenile Insurance Policies. 
Sub-standard. 


Total and Permanent Disability Benefit including 
monthly income disability and waiver of premium. 


Double Indemnity. 
Participation on certain fully paid up policies. 


Excess interest payments on income settlements and 
funds left on deposit. 


Elimination of policy restrictions, 
Non Medical. 


They receive: 
Definite tangible Company and agency coopera- 
tion. 
Leads to live prospects. 
Direct Mail circularization. 
Company Clubs and Convention Trips. 
Special sales award contests and campaigns. 
Sales Preparation course followed by a reasonable 
training and supervision. 
Policyholders change of address service. 

Established 1868 


NATIONAL LIFE INSURANCE 
COMPANY of the UNITED 
STATES OF AMERICA 


Robert D. Lay Walter E. Webb 


President Executive Vice President 


29 South LaSalle Street, Chicago 
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CLAIM WORK IN HARD TIMES 


By Orville F. Grahame of the Guardian Life Insurance Company of America 


N times of business depression there is at least one 

branch of a life insurance company that has plenty 
to do, the department or departments handling requests 
for money. In at least one of these, the claim depart- 
ment, the work is not only characterized by an in- 
creased output but also by an increase in the number 
and the degree of difficulties be-setting claim men. 

In the first place those who stand at the end of the 
life insurance machine where claims are- presented must 
to a certain extent inspect the insurance product to 
date for any irregularities as well as determine the 
happening of the contingency calling for the payment 
of money. Though other departments “go before” the 
claim department and presumably smooth the way, 
detecting major errors must of necessity be the respon- 
sibility of those who pay out the money on the basis of 
what has gone before. Thus, questions of title, pre- 
mium payment, reinstatements, extensions, actuarial 
calculations, misrepresentations, consummation of con- 
tracts, estoppel and waiver by the company or its 
agents, and even stenographic errors are frequent hoo- 
doos to a claim department, hoodoos accentuated in 
hard times by irate policyholders in need of cash. 


But the thing that is making gray heads in the claim | 


departments of the country is the disability clause of 
life insurance contracts. Here there is not only more 
work but more difficult work. There are of course dis- 
appearance cases and suicides to investigate, and ques- 
tionable double indemnity claims to consider, but it is 
the disability claim with its voluminous file that takes 
the time and effort, It is on the disability clause that 
the company is losing money, so the claim man is told, 
and therefore it is here that he must be most alert. 

And it is now when work is scarce that people with 
ailments, minor in fact, major in imagination, file ques- 
tionable claims for permanent and total disability 
benefits. And it is now that it is most difficult to de- 
clare recovery from disability because there is no posi- 
tion open for the convalescent. Men who really have 
been sick and who normally should be recovered from 
their illnesses do not build up any will-to-work because 
there is no work. If they continue to be disabled for 
a number of years they are as convicts when they re- 
cover in that they have lost contact with the economic 
world and no one wants them. 

In rehabilitating a life the mental outlook plays a 
tremendous part, It is sometimes necessary to change 
the attitudinal psychology of an ex-sick man on the 
disability list by declaring recovery. If he is told he 
is well he becomes well. 

This factor in itself should cause the medical profes- 


| sion to be most cautious in declaring a man to be per- 
'manently and totally disabled but after examining 
proofs of disability for a time one soon learns that by 
and large there is no such hesitancy. It is through, and 
only through, the medical profession that suspicious 
claims can be cut down materially. The doctor not 
only can assist to a great extent in dispelling a sick 
psychology, thus making men well, but he can refuse 
to sign his name to proofs of a total disability when 
his patient is in fact only partially disabled. 


This may be too much to expect but certainly some 
improvement can be made, perhaps by reaching the 
profession through the heads of medical associations, 
Too often a slight illness is jacked up to the dignity 
of a permanent and total disability. Too often upon 
investigation it is found that the attending physician 
has not seen the man for months. Sometimes the in- 
spector is told by the doctor that the man is only par- 
tially disabled and that it should have been so indi- 
cated in the proofs but, upon invitation to confirm 
this in writing, the doctor usually abides by his opinion 
of total disability stated in the proofs. 

It seems evident that on many claims the company 
doctor, one not in a professional relationship with the 
insured and thus one whose fee does not depend on 
the collection of insurance, should examine the insured 
rather than to place reliance upon an inspection report 


and the insured’s doctor, as many companies now do. 
Furthermore, the company doctor should be instrucied 
as to the meaning of total disability, and made to un- 


derstand that health insurance is not irivolved. If liti- 
gation is imminent the insured should be requested to 
go to a company doctor in a town other than his own. 
The examination should be thoroughly conducted and 
not in the hasty manner of many examinations for in- 
surance. 


There are a few doctors trained in insurance who 
make a specialty of such work and their reporis are 
many times more valuable than the general practi- 
tioner’s report. This extreme specialization is not 
necessary but it is evidence that the stethoscope can 
be trained to look for total disablement rather than 
merely symptoms of ill health. It is not desired to 
deny valid claims and the specialists referred to above 
often recommend payment, but it is desired to rule out 
all partial disability cases and all unfounded claims. 
A distinction must be made between illness and in- 
validism. 


The situation with the general practitioner untrained 





in insurance can be explained somewhat by the fact 
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that to-day he is asked to sign a host of insurance 
papers and hasn’t time to study what is involved. 
Proofs for veteran’s compensation, workmen’s com- 
pensation, accident and health insurance, etc., as well 
as for total and permanent disability benefits under 
life insurance policies, pass through his office in routine 
fashion. Most of these insurances pay for a partial 
disability and the insured is entitled to something. 
Without making discrimination the doctor executes the 
disability proofs and a claim is under way for per- 
manent and total disability benefits through the in- 
sured may not be a total invalid. Coupled with this 
lack of discrimination is the humane tendency to pre- 
scribe the rest cure, which in some cases, as those 
based on a neurotic condition, is of doubtful utility. 

Closely tied up with the whole question of doubtful 
disability claims to-day is the underwriting question of 
over-insurance and the resulting moral hazard. Over- 
insurance may exist at the time a policy is taken out 
because of misinformation as to the applicant’s earned 
income or it may exist sometime later when business 
reverses have decreased the insured’s earning power 
or opporunity of getting employment. 

To take care of over-insurance for disability a great 
deal needs to be done along the line of pro-rating the 
disability income according to the earned-by-work in- 
come as permitted by the so-called standard disability 
provisions. It would not be necessary to adjust every 


case to reach an exact mathematical proportion, and 
thus make a mockery of the disability clause, but there 
should be a certain roaximum ratio between the dis- 


ability income to the earned-by-work income. It is not 
uncommon at the present time to find an insured earn- 
ing one hundred and fifty dollars a month when work- 
ing and drawing two hundred dollars a month when 
disabled. In the pro-rating of these cases getting 
proofs and making premium refunds would of course 
complicate claim administration but are obligations that 
must and will be discharged by the claim departments 
of the country. 

Along with the question of pro-rating is the matter 
of restricting within reason the total amount of dis- 
ability insurance even though the applicant has a large 
income. A so-called key man too often fits in only 
one keyhole and a change of circumstance as a con- 
solidation or merger may leave him out of work with a 
large amount of disability insurance. Also, a large in- 
come is often inseparably tied up with, if not the re- 
sult of, capital investments and should these be dissi- 
pated an acute insurance hazard is created. The 





amount of disability insurance should be judged by | 
the applicant’s worth on the labor market. Pro-rating | 


in these cases is not enough as the last earned-by-work | 
Continued on page $15 


THE PROVERBAL SIX PER CENT 
BECOMES LESS THAN THREE 


UR old friend, Six Per Cent, is low these days, 

so very low in fact that no longer is he able to 

go to bat for the prospect who insists that he “can 

do better with his money.” Drop in and see old Six 

Per Cent and you will find him faded and shrunken al- 
most beyond recognition. 

The prospect who talks to you today of 6 or 7 or 8 
per cent and in the same breath has the audacity to 
mention absolute safety is talking of things as they 
were and not of things as they are, is living in a world 
that doesn’t exist today. 

Take the investment which we like to think of as 
standard, United States Government bonds. We can 
agree that we would iike to have our investments safe 
as government bonds, so let’s see what interest we 
actually would receive if we went out and bought at 
today’s prices. Price fluctuates daily, but the follow- 
ing table is representative of the present scale: 


Bid 

First 34 102 17/32 
First 4% 103 11/32 
Fourth 4% 104 29/32 
Treas. 4% 113 21/32 
Treas. 4 109 8/32 
Treas. 334 107 9/32 
Treas. 33% 103 11/32 
Treas. 3% 103. 5/32 
Treas. 33% 103 4/32 


Yield 
1.05 
1.03 
2.13 
3.16 
3.15 
3.3 
3.03 
2.96 

2.98 


Issue 


Here we have an actual yield ranging from a low 
of 1.05 percent to a high of 3.16 per cent. Where is 
our old friend Six Per Cent and Safety now? 

There is more to the story than simply the present 
interest return on these investments. It is interesting 
to note that Treasury issues (for example take Febru- 
ary 4’s, yielding 3.15 per cent) running into billions, 
are oversubscribed before the ink is dry on the an- 
nouncement. Recent issues which net as low as 2.98 
per cent are snapped up in thirty minutes by the astute 
gentleman who knows far, far more about investment 
possibilities than the rest of us put together. It isn’t 
the man with the few thousand he has saved, the school 
teacher with the five hundred dollars she saved last 
vear, the professional man with his few thousands of 
savings who rush to secure these 3 per cent and less in- 
vestments. These folks are busy looking for 6 per cent 
and safety—while the man who knows is glad to buy 
the bond yielding 3 per cent or less. 

Never before has the life insurance man had quite 
so interesting a story to tell—Alamo Life Message, 
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NY NE 
General Agents 


have been 


Selected 


with the greatest 


Care 


NWNL wants for general agents only those men who have 
the capacity to build substantial agencies. It is a company for 
which large agencies can be built, as has been proven repeatedly. 
Candidates for new general agencies are carefully selected. No 
one is appointed to such a position of authority and responsi- 
bility until he has visited the Home Office in Minneapolis. 


Perhaps this explains why NYNL has fewer general agen- 
cies than any company of its size—and more big ones. To a 
remarkably great extent NYNL agencies are either big or on 
their way to substantial size. A general agency contract with 
this company is a valuable franchise. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, parsiwent 


STRON G~> Minneapolis Minn. ~ LIBERAL 
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CLAIM WORK—Continued 


income may have been considerable. Large amounts 
of disability insurance should be handled as a matter 
of special contract by companies other than life 
equipped to handle such insurance on a special rate 
basis and after special consideration of the man and 
his job. 

Then, to-day even more than ever, considerable time 
and energy is spent by claim departments in formulat- 
ing, adjusting, and executing claim rules which modify 
or supplement the disability clause. The clause, par- 
ticularly in the older policies, is quite brief and has 
had to be supplemented by a number of company prac- 
tices. In several respects it did not fit the situation and 
has had to be modified. 

Considerable improvement has been made in the last 
few years by adding a number of desirable provisions, 
and by changing certain clauses, such as reckoning 
payments from the commencement of disability rather 
than from the receipt of proofs. This last provision 
was technical in nature and caused a great deal of 
trouble and litigation. Finally, after twenty years of 
trial and error, the standard provisions came along and 
eliminated a number of the claim problems of the 
future. These provisions, adopted last year by most 
of the states, provided among other things that notice 
of disability rather than receipt of proofs should gov- 
ern the time limitations. 

But improved policies and the standard provisions 
were not of course retroactive and the old disability 
clauses and their complications are still with us. With 
the business situation what it is to-day many companies 
have tended away from liberalizing their policies by 
claim rules, either by tightening up on the rules or by 
reverting to the strict letter of the contract, all of which 
has made the claim work unusually challenging, par- 
ticularly in dealing with delayed claims. 

And despite the progress that has been made in the 
text of disability clauses there are several instances 
where those who write the policies have as yet failed 
to incorporate desirable provisions, or to clarify them, 
so that claim administration may be facilitated. 

For one thing, it is not entirely clear under the policies 
of many companies whether the disability provisions are 
contestable after the life policy is incontestable. The 
statutory provisions are responsible for this ambiguity. 
The statute in New York states that at the option of the 
company“‘provisions relative to benefit in the event of 
total and permanent disability and provisions which 
grant additional insurance specifically against death by 
accident may also be excepted” from the incontestable 
clause as well as the exceptions of non-payment of pre- 
miums and military or naval service in time of war. 





WANTED—AGENCY DIRECTOR 


One capable of assuming charge of directing and 
building agency force of a middle western old line 
company, 25 years old, writing life, accident and health 
insurance. Must have experience in Mississippi Valley. 
Good references. Replies confidential. Address: Box 
77, Life Department, Alfred M. Best Company, 75 
Fulton St., New York. 





To many this exception of the disability clause 
means that the clause may be declared void if there 
has been material misrepresentation even though the 
policy is no longer contestable. To others the excep- 
tion only means that the restrictions and conditions of 
the disability clause may be enforced. Whether it is 
the one or the other makes a great deal of difference 
when a policy is beyond the usual contestable period 
and proofs of disability are filed wherein it is shown 
that the insured was ill when he applied for the policy, 
a fact which he concealed. In the first case, of course, 
nothing is due, in the other the company must pay and 
pay. 

Some sort of unanimity of action among the com- 
panies, and clarifying of the statutes, is desirable on 
this point. One attempted solution has been to ex- 
clude the risk of a disease or bodily injury arising be- 
fore the issuance of the policy. A clause quite similar 
to this was upheld in Peoria Life Ins. Co. v. Smith, 
47 Fed. (2d) 279, 76 Ins. Law Jour. 1691 (1931), even 
though the contestable period had expired. 


Another instance where there might well be a greater 
correlation of the disability clause with the policy is 
in the matter of surrender after a disability claim has 
arisen, Assuming that the insured has the right to 
surrender his policy a nice question arises as to what 
amount, if any, should be allowed for his disability. 
If some amount is to be allowed it will depend on the 
probable duration of the disability, which will depend 
on how near the insured is to death or to recovery. 
This obviously is hard to determine but it is possible 
to make some sort of calculation, and some sort of pro- 
vision might well be placed in the policy. 


There are other clauses that should be incorporated 
in the disability provisions which would materially as- 
sist in claim administration, such as reserving the right 
to the company to examine the insured, but it is un- 
necessary to discuss them further. The wheels of prog- 
ress move slowly and the improvement of a life insur- 
ance contract is no exception. It is only hoped that 


Continued on page $17 
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My Company | 

Because Fidelity is a good company to work 
with, its field men instinctively say “my com- 
pany.” 
than a half century of fair dealing under live-and- 
let-live contracts and with close Head Office co- 


This reputation has been built by more 


operation. 


FIDELITY OFFERS | 


Modern policy forms and an exceedingly suc- 
cessful lead service. It operates in thirty-nine 
states, including New York, on a full level net 
It has more than $425,000,000 


insurance in force, is financialy solid and steadily 


premium basis. 


growing. 


FAMILY INCOME RETIREMENT INCOME 


Low Rate LIFE 
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Send for booklet 
DAM MAMA AM Me 


“THe Company BAckK OF THE CONTRACT” 
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IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
HOTEL 
400 ROOMS 
Lach with bath 


RATES ie) 
FROM ? 2 98 
Theatres within one 
block and center of 
fine Shopping District 
€XCELLENT DINING 
ROOM « COFFEE SHOP 
©. P. GREATHOUSE Monoger 


On U.S. Highways 40 ond 
61 with Garage accommodations 











WALTER LEMAR TALBOT. President 




























ON LINDELL BOULEVARD AT GRAND AVE. 
Center of Night Life in 


oT. LOUIS 























HEADQUARTERS 


for Peoria’s social, civic and business affairs. A 
beautiful transient and tourist home with cheerful 
lobby; quiet writing nooks; luxuriously furnished, 
outside, sleep-insuring guest rooms; well appointed 
dining halls with unsurpassed cuisine and an unusual 
type of hearty service—all at no more than you have 
been accustomed to paying for less than Hotel Pere 
Marquette and its personnel offer. We invite you 
and your friends to make this your Peoria home. 


HOTEL PERE MARQUETTE 
H. Edgar Gregory, Mgr. 
500 ROOMS Peoria, Ill. 500 BATHS 
400-Car fireproof garage in connection 








A GENERAL AGENCY 


IS AVAILABLE 





WE HAVE A FEW EX- 


CELLENT GENERAL 
AGENCY OPENINGS 
| AVAILABLE TO MEN 


OF HIGH CHARACTER 
AND ABILITY IN 





| 

| 

| | NEBRASKA 
IOWA 
COLORADO 

| WYOMING 





SOUTH DAKOTA 
KANSAS 
MISSOURI 





Our liberal General Agency con- 
tract together with our complete 
service afford an unusual oppor- 
tunity for maximum success. 


NORTHWESTERN LIFE 
INSURANCE COMPANY 
OMAHA, NEBRASKA 
Tuos. F. Bourke, Vice Pres. @ Supt. of Agencies. 
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PERCENT OF INSURANCE IN 

FORCE BY COMPANIES WITH 
HOME OFFICES IN 
DIFFERENT STATES 

New York 

New Jersey 

Connnecticut 

Massachusetts 

Wisconsin 

Pennsylvania 

Illinois 

lowa 

Ohio 

California 

Indiana 

Missouri 

Minnesota 

Nebraska 

North Carolina 


WwW wWumwm OO 


Se ee NN DN 


Vermont 


96% 
Total insurance in force in companies domiciled in 
states not listed is less than 1 per cent of total in force 
in the United States. 
These figures are presented by the Research Bureau 
without comment and are merely informative. 


WOODWARD, FONDILLER AND RYAN 


Announce New Fellows and Associates 

Woodward, Fondiller and Ryan, Consulting Actuaries 
of New York, announce that Gilbert E. Ault and David 
Silverman have just passed their final examinations to be- 
come Fellows of the Casualty Actuarial Society; also that 
F. R. Cameron and T. M. Oberhaus have passed the ex- 
aminations to become Associates of that Society. At pres- 
ent the firm has six Fellows and five Associates in the 
Casualty Actuarial Society, a qualified membership ex- 
ceeded only by one company in tha United States and 
Canada. 





CLAIM WORK—Continued 

the present experience of the companies in the matter 
of claims will be utilized in the development of a com- 
plete disability contract. 

Claim work in these hard times is probably more in- 
teresting than ever before. The “true stories” in the 
cases are more enthralling though perhaps more pa- 
thetic. Claim departments are busy, and “busyness”’ 
adds importance. Claim men are discharging their trust 
to the best of their abilities and valid claims are being 
selected with exactness and dispatch and paid with 
promptness. As the men in the claim department 
stand at the end of the line and survey the disability 
product they would like to have a better quality of 
medical proof, a more scientific underwriting, and a 
more careful preparation of the policy contract. 





NATIONAL ASSOCIATION OF LIFE 
UNDERWRITERS 


The 42nd annual convention of the National Asso- 
ciation was held in the William Penn Hotel at Pitts- 
burgh, Pa., September 22, 23, 24 and 25. It was preceded 
at the same place by the Tri-State convention, which 
was attended by over 500 from Pennsylvania, West 
Virginia and Ohio, 

Among the addresses were “The Conserving In- 
fluence of the C. L. U. Program Upon Life Under- 
writers” by S. S. Huebner, Dean of the American Col- 
lege of Life Underwriters; “The First Four Years of 
the American College” by Ernest J. Clark, President 
of the American College; an address by L. G. Simon 
of the Equitable Life Assurance Society on the sub- 
ject of “Business Insurance”; “Analyzing Estates to 
Determine Insurance Fees” by Gilbert T. Stephenson, 
President, Trust Company Division, American Bankers 
“Salesmanship” by Albert 
E. N. Gray, Assistant Secretary of the Prudential ; 
“Organizing the Buyer to Buy” by Henry W. Abbott 
of the Massachusetts Mutual, and many others. 


Association ; an address on 


Space does not permit us the reproduction of these 
addresses, except that of Mr. Gray. We think all our 
subscribers can learn something from his remarks. 
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WESTERN INSTITUTION dedi- 
cated to unsurpassed service in every-& 
thing pertaining to the business of Life 
Insurance. 


Aids for You: Policies for 


So 
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men, women and 


children. 
Modern plans, options and pro- 
visions. 
Policyholders’ Savings Department. 
Unsurpassed service on claims. 
(~ent financial strength and stabil- 
ity 
RADIO STATION KFBI—1050 


Kilocycles. 


“POLICIES 
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The 
FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


H. K. Linostey, President 
J. H. Stewart, Vice-Pres., F. B. JAacCOBSHAGEN, Secy. 


WicuitA, KANSAS 
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ANSWERS TOC. L. U. EXAMINATION QUESTIONS 


Parts I & 11; Parts 111, 1V & V Will Appear in Our November. ist Issue 
NOTE 


The accompanying answers to questions which were given in the June 1931 C. L. U. 


examinations form a composite set made 


up from the replies of various candidates. This set does not purport to show perfect answers to each question, nor to indicate 


that the answers presented were the best which appeared on any paper, but rather to give representative answers. 


Candidates 


for subsequent examinations are particularly cautioned not to tse this set of questions and answers as a means of sraavinen. 


ANSWERS TO PART I—June 1931 C. L. U. 
QUESTIONS 
LIFE INSURANCE FUNDAMENTALS: 

(a) Economics of Life Insurance. 

Question 1. 
constitutes an installment plan of investment. 
features of an installment plan of investment, and in connection with 
each compare the merits of the life insurance plan with other install- 
ment plans of investment as conducted by depository institutions, such 


EXAMINATION 


Annual premium whole life or endowment insurance 
Enumerate the important 


as savings banks, trust companies 
Answer: 


and building and loan associations. 
An installment plan of investment may be considered from 
two angles, (1) the installment features, and (2) the investment fea- 
tures. Among the installment features may be listed: 

(a) An acceptable amount for each installment. Practically all the 
investment plans suggested are obtainable in convenient denominations. 
as that of the build 
ing and loan association, cover only a set number of years whereas 


(b) Acceptable duration of plan. Some plans, 


the savings bank plan contemplates no definite termination and may 
be defeated for the lack of a specific goal. A life insurance plan may 
be spread out over the number of years best suited to the 
the individual. 

(c) Completion in case of death. In case of death, the life 
ance investment plan is completed and beneficiaries receive the amount 
which the insured set out to save. Under all other p'ans, only the 
and these are depleted by costs of 
In other words, the time to save is assured through 


needs of 


insur- 


actual accumulations are available, 
estate settlement. 
life insurance. 

(d) Installments paid on life insurance begin to earn interest imme- 
diately which is not always true with other plans. 

(e) Each installment paid on life insurance gives full tit'e to the 
part but this is usually true of other p!ans as well. 

(f) Under life insurance having a disability 
waiver of premium and income, (1) future deposits are made for the 
policyholder, thus guaranteeing completion of investment plan, and 
(2) a substantial income, usually 12% 
saved, is paid to the insured. 


clause providing for 


annually of the amount to be 
Under other depository 
the accumulations to date of disability are available. 

(g) Under life insurance, the urge to continue is stronger than with 
most other plans because of regular notices, the hesitation of an in 
sured to take away his family’s protection, the knowledge that the 
contract cannot be replaced except at a higher cost and the services 
of the agent in attempting to conserve the business. 

Among the outstanding investment features of life insurance may be 
listed : 

(a) Safety of principal, 


plans, only 


Life insurance deposits are merged with the 
total assets of the life insurance company and have the financial back- 
ing of all such assets. If any loss is sustained by the company, it 
reflects back to the policyholder only in the proportion that his share 
bears to the total. Furthermore, life insurance companies, 
are larger than depository institutions, 


in general, 
are regulated by more than 
one state, and the spread of risk geographically is usually much better 
than with depository institutions. The backing of all assets above 
mentioned applies to savings banks and building and loans also, but 
not to trust companies as each trust account stands on its own merits. 
Life insurance companies generally secure better diversification of in- 
vestments with respect to (1) class, (2) duration, and (3) geographical 
location. They do not have to carry such large cash accounts as in- 
come is dependably in excess of outgo under normal conditions. 

(b) Rate of return. The investment part of a life insurance con- 
tract is compounded at a 5% plus rate when the term insurance ele- 
ment is considered. This compares very favorably with the return 
from other savings plans. 

(c) Marketability. Life insurance cash values are always avail- 
able in full and have been paid dollar for dollar even when Liberty 
Bonds have sold at a discount. 

(d) Borrowing capacity. Loans may be made against life insurance 
cash values up to 94% of their amount even in periods of financial 
distress when banks insist on a high margin of collatera! on other loans. 
Moreover, such loans are easy to make, are free from publicity and 
the interest rate is low. 








(e) Stability of value. Life insurance cash values do not vary with 


conditions in the security markets or business conditions. 


(f) Freedom from managerial care. Practically all the savings plans 
suggested enjoy this advantage. 

(gz) Life insurance goes directly and immediately to specific beneficiaries 
m accordance with the settlement plan requested. 


must pass through probate court under will or intestacy law, 


Depository accounts 
subject 
to owner’s debts, taxes, and estate settlement costs, as well as a delay 
of not less than six months, 

(h) Tax exemption. Life insurance enjoys certain exemptions from 
income, estate and inheritance taxes not allowed to other investments. 

Question 2, Nearly all of John Smith’s total estate consists of a 
business enterprise, the value of which to the extent of 50 per cent 
consists of (a) good-will, and (b) intangible investment by way o 
advertising and the training of a personnel. 
why Smith needs life insurance to meet the above situation. 


Explain all the reasons 


Answer: Smith needs life insurance to meet this situation for the 
following reasons: 

(a) His death will destroy much of the good-will that now attaches 
to the business. Many people patronize a business because of the man 
at the head of it. At his death, they will turn elsewhere. Smith should 
capitalize his good-will, (i. e., his life va-ue) through life 

(b) The 
death, 
he dies before he has had time to realize the profits from his adver 


insurance 
training of a personnel is largely in his hands. At his 
this work must pass to someone less capable. Furthermore, if 
tising and training or to train certain men completely to take up his 


work, the business will suffer. Smith being the most valuable man to 


the business, should capita'ize his own value in favor of the business 

(c) With so large a percentage of his assets intangib'e, he does not 
have a great amount of business collateral to post for credit purposes 
John Wanamaker, bought life 


when in this position, insurance, im 


order to be able to obtain the credit he wanted, upon favorable terms. 
In times of need, Smith will find that the loan values of his life in 
surance, or the policy itself, posted with a banker 
own life, will enhance the credit of his business by making these in 


as collateral on his 


tangible assets tangible. 

(d) Looking at the matter from the standpoint of Smith’s family, we 
see that on Smith’s death there will be (without life insurance) prac 
tically nothing left. It is doubtful if the business could continue, and 
it is from that source alone that his family would obtain any estate. 
With life insurance, it does not matter 
tinued or not. Smith will capitalize his value to his business, which 1s 


whether the business is con 
indirect'y the same as his value to his family. If the business is con- 
tinued through the he!p of life insurance, his family may sell it at a 
fair price, because it is a going concern. If it is not continued, the 
family receives the life insurance money, which is roughly equivalent 
to their share in the business, 
Smith must have life insurance. 

(e) Since from Smith’s investment in his 
business is dependent upon his continued existence, his “life insur- 
“property insurance 


anyway. For the sake of his family, 


realization of a return 


ance” in reality becomes 


Question 3. State five important and distinctly different ways in 
which life insurance can help the policyholder (assuming continued 
life) to create a larger estate than would otherwise likely be the case. 
Explain each of these creative functions of life insurance sufficiently to 
make its usefulness apparent. 


Answer: (a) Promotion of personal endeavor through the removal 
of paralyzing fear and worry. Makes him free to devote time and en- 
ergy to his business or profession. 

(b) Promotion of thrift. Many men need to be protected against 
their own weakness. Life insurance enables a man in a convenient, sys 
tematic and gently compulsory way to save money which would other- 
wise be spent. 

(c) Creation and maintenance of credit. It is possible through the 
medium of life insurance for him to get additional credit often at lower 
interest rates than would be available otherwise. The lender is pro- 
tected and the insured has additional capital on which he can make 
increased profits. 
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(d) Promotion of investment or the conservation of savings through 
a guaranteed investment. Life insurance method assures him that his 
funds will not be lost through unwise investment in speculative secur- 
ities. 

(e) Conservation of life. Through education, health surveys, periodic 
examinations, etc. the working life of the policyholder is prolonged 
and consequently his earnings and estate are increased. 


Question 4. Henry Brown, aged 45, is insured for $100,000 (taken 
out at age 35), half of said insurance being whole life insurance on the 
twenty payment plan and the other half long term endowment insurance 
maturing at age 65. Being able to pass the necessary medical examina- 
tion, Brown is advised, om the ground of better financial return, to sur- 
render this insurance, to take out an equal amount of ordinary whole 
life insurance, and to invest the cash surrender values and the differ- 
ence in premiums in his own business. Do yow agree with this advice? 
State your reasoning fully. 

Answer: My answer to Mr. Brown if presented would be absolutely 
“No”, for many reasons, both theoretical and practical. These are: 

(a) The possibility of a better financial return from the released 
funds is highly problematical as most clearly evidenced by the present 
general business and investment conditions. While it is possibly the 
case that those released funds might do better in his business, the ex- 
perience indicates that the mortality on businesses is a great deal 
higher than on funds in trust with life insurance companies. 

(b) Should financial embarrassment, even of a purely temporary na- 
ture, Overtake him, his present life insurance estate is safeguarded 
through the non-forfeiture values which he would again need to build 
up. 

All his 
might be better but not nearly so certain. 

(d) He is this way definitely assured of a competency at age 65 and 
a future reduction of costs of insurance at age 55 when the 20 payment 
life policy matures. In other words, from memory of rates, I should 
say the total cost of his $100,000 at present time to be about $2,500 per 
annum, At age 55 this would reduce to about $1,250, and at age 65 
create a complete estate. If new Ordinary Life is taken, the cost at age 
45 will approximate or exceed his present premiums and would neces- 
sarily continue for life. (If participating, dividends of course could 
be deducted.) Furthermore, the reserve has not reached very large 
proportions in ten years and, consequently, the amount the insured’s 
has at risk is still very substantial. In addition, I should call to Mr. 
Brown’s attention the fact that a change of this kind will probably 
necessitate the payment of another agent’s commission which, of course, 
will be borne by Mr. Brown and after all this may be the actuating 
motive behind the suggestion. I should further recommend that he 
take the matter up with the companies, or their representatives, in which 
he is now insured. 

Summing up, I feel the whole procedure, aside from representing no 
distinct advantage, is only so good as the assumed rate of interest on 
released funds, which item is highly speculative as could be easily proven 
by reference to the daily press, investment periodicals or ordinary ob- 
servation. 


(c) By leaving his funds as they are, he is diversifying. 
‘eggs in the business” 


Question 5. 
surance 


Explain briefly three important ways in which life in- 
serves advantageously the cause of constructive organized 


philanthropy. 


Answer: (a) By permitting philanthropically minded people to make 
larger bequests out of present income without diminishing their general 
estates. 

(b) By guaranteeing to philanthropic 
any necessity of court struggles. 

(c) By giving philanthropic institutions bequests in cash instead of in 
doubtful securities or property which must be disposed of before being 
useful. 

Many men would be glad to make bequests if they were sure that 
their families would leave a large enough estate. If insurance is 
bought by these men payable to a philanthropic institution they know 
now just how much it is going to cost them and that no share of their 
estate need be devoted to this purpose. 

In the second place, if a bequest is in the form of a life insurance 
policy it is transferred immediately to the institution at the death of 
the donor by contract and no action brought to break the donor’s will 
can have any effect on the institution. 

In the third place, most bequests from general estates come in the 
form of property composing part of that estate. Frequently it is years 


institutions bequests without 





before this property can be so arranged as to be of any value to the 
institution. 


(b) Principles and Practices 


Question 1. Select any three of the following, and in connection 
with each (a) define the exact liability of the insurance company, and 
(b) give an economic illustration justifying the issuance of the contract: 

(1) “Joint-life policy” 

(2) “Survivorship annuity policy” 

(3) “Contingent” or “survivorship policy” 

(4) “Last survivor annuity” 


Answer: (1) “Joint-life policy” 

(a) The liability of the company in a “joint-life policy’, requires 
the payment of the proceeds to the beneficiary of record upon the 
death of the first of the two or more people whose lives are jointly 
insured. Upon payment of the net proceeds (the face amount—plus 
accumulations less loans and loan interest), the liability of the company 
is discharged. 

(b) “A”, a man of means, advances to “B” and “C”, two young 
men of promising possibilities and of complementary abilities, the sum 
of $xxxx. He requires that they furnish him with notes for the in- 
debtedness and collateral security in the form of life insurance of 
$xxxx. He does not want one-half on each for the death of one will 
jeopardize the remaining half of his advance. If “B’” and “C” each 
furnish him with $xxxx of insurance on their respective lives, the cost 
may be excessive. Here a joint life policy is indicated on ‘“B’” and 
“C” in favor of “A”. 

(2) “Survivorship annuity policy” 

(a) A “survivorship annuity policy” imposes upon the company the 
liability to pay a life income to a specified beneficiary or annuitant, 
if such person is alive at the death of the insured. The first payment 
is due to the beneficiary at the date of death of the insured, and an- 
nually thereafter (or semi-annually, quarterly, or monthly, as may be 
provided). 

This policy contains no cash values. 
ficiary predeceases the insured. 

(b) This is an ideal contract for use in providing a life income for 
a parent through life insurance. The rates charged are influenced by 
the ages of both the insured and beneficiary and are very low when 
the insured is young and the beneficiary old. This contract is par- 
ticularly indicated when a son with only a modest surplus to spare 
annually, wishes to make the most generous allowance possible for a 
parent, upon his (the son’s) death. 

(3) “Contingent” or “survivorship policy” 

(a) A “contingent or survivorship’’ policy is one which provides for 
payment of the face in case some other person should be living at 
the time of the insured’s death. It is not a commonly used type of 
policy. 

(b) Such a policy might be used, however, in order to borrow against 
a contingent interest in a life estate. For instance, if an estate is 
left in trust for a widow with the understanding that she shall re- 
ceive the income during her lifetime, and that the principal shall then 
be divided among the survivors of their sons, a particular son need- 
ing funds might borrow on his interest in the estate by carrying such 
insurance to protect the lender. If the mother should predecease him, 
the loan could be repaid from his share of the estate but if he should 
die first, the insurance proceeds would repay the loan. 

(4) “Last survivor annuity” 

(a) A “last survivor annuity” imposes upon the company the obli- 
gation to pay a definite annual income to two (or more) individuals 
jointly while they are both alive, and to continue the same (or a 
reduced) amount of income to the survivor (or survivors) for the bal- 
ance of his or her lifetime. 

(b) This contract is of value and serves to excellent advantage when 
an old or aging couple (husband and wife) who have discharged their 
responsibilities to children and others, now wish to arrange for them- 
selves a life income which neither can survive. 


It becomes void if the bene- 


Question 2. Contrast industrial insurance with ordinary life insur- 
ance as regards the most important policy provisions. 

Answer: (a) Industrial insurance provides for an amount of in- 
surance which a weekly premium of five cents or multiples thereof 
will purchase, whereas ordinary insurance provides insurance in even 
amounts (usually $1,000 and multiples), and premiums are quoted 
in uneven amounts according to age, etc. 

(b) Industrial insurance usually provides for extended term in- 


Continued on page 321 
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How The Equitable is Advancing 


the Cause of Life Insurance 
through 


A Comprehensive and Inclusive Service 


for Agents and Policyholders 
HOME OFFICE CO-OPERATION 


Expert Field Supervision and Assistance Training Facilities: 

Comprehensive Canvassing Material Preliminary Training Course 
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Home Office Leads for Business 
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A Department of Conservation 


Contributory Group Insurance for Agents 
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An Equitable Policy for Every Need Non-Medical Insurance for Policyholders 
Special Business Insurance Material Rural Non-Medical for Non-Policyholders 
Corporate and Absolute Owner Form of Policy Disability Income for Economic Death 


Inheritance Tax Service 
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Refund 
Retirement Annuity 
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Educational Fund Agreement 
Salary Continuance Agreement 
Life Income and Instalment Policies Group Life Insurance 
Guaranteed Investment Policy Group Disability 


Preliminary and Initial Term Group Accident and Health 
Economic Adjustment Policy Group Pensions 


Double Indemnity for Accidental Death 
Monthly Premium Insurance 
Home Purchase Insurance 
Bequest Insurance 
Salary Savings Insurance 
Insurance for Women and Minors 
Sub-standard Business 


Free Health Examination Service for Policyholders 
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Cc. L. U. ANSWERS—Continued 


as the only 
year, 


surance non-forfeiture provision from the third to fifth 
policy after which cash values, etc. are available. Ordinary 
insurance provides for full non-forfeiture privileges at or before the 
third year. 

(c) Industrial 
first six months or year. 


policies “benefit” for the 


in force for the full 


one-half 
policies are 
umount from the date premium is paid. 

(d) Industrial insurance 


usually promise 


Ordinary 


is payable weekly or monthly to the agent 
who calls, whereas ordinary insurance is payable annually, 
or quarterly, at the company’s office. 

(e) A grace 


semi-annually 


period of four-weeks is allowed for industrial policies. 
One month (30 or 31 days) is the grace period for ordinary policies. 
(f) Industrial insurance contains a “Facility of Payment Clause 
which allows the company certain leeway in paying benefits not permitted 
in ordinary insurance. 
(g) The use 
policies. 


of a special mortality table is provided in industrial 


“A’’, a doctor aged 40, 
two children, 


Question 3. has a family consisting of a 
year and three years respectively. 
His professional income is $10,000 annually and of this at least $8,000 
is devoted to current living. He has shares of stock worth $25,000 
market quotations), which in 


nondividend issues. He 


wife and aged one 


(at present this period of depression 
also owns a home worth $15,000 
which there is a of $10,000. He carries no life 
but frankly all of the normal financial desires, 
as a higher education of children, the leaving of a decent unim- 
Outline, with your reasons, a comprehensive 
which will meet all the essential 
is subject. 

Arrange for coverage of his needs in the order of impor- 
and to the extent that his income will permit: 


(for debts, 


have become 
against mortgage 
insurance, concedes 
such 
paired estate, etc., ete. 
insurance program for this man 
financial needs to which he 

Answer: 
tance 

(1) Clean-up Fund funeral expenses, taxes, settlement 
costs, etc. 

(2) Mortgage Protection 

(3) Family Income 

(4) Educational Funds 

(5) Old Age Investment program 

Since $8,000 for living expenses out of a $10,000 income is quite 
bigh, the sold on the idea that the entire $2,000 
available and insurance should go into a safe investment, 
which has power to create the estate he must have to complete his life 
His stocks, without dividends at present, are good arguments 
for a conservative life insurance program from now on. 

I would allot the $2,000 available premium money to the best ad- 
vantage, aiming to secure all permanent insurance (no term) if possible, 
but using term as may he necessary. 
to work ideal 


for children 


doctor should be 


for savings 


plans. 


It is always a question whether 
program on a reduced scale or for the 
entire program,—in the latter case using temporary rather than per- 
manent forms of poilcies. A good compromise usually proves best. 

My thought would be therefore to provide for 

(1) Clean-up Fund—$2,500 Ordinary Life 

(2) Mortgage Policy—$10,000 Term (or Ordinary Life 

(3) Family Income—This may be accomplished by either 

(a) Income policies to wife, and possibly to children a'so, or by 

(b) A trust arrangement with a strong trust company, to provide 
the flexibility that is desirable with the varied and changing needs 
of a family. The amount of life insurance carried for the purpose 
should be at least $50,000. It would be desirable to have this on 
the 25 endowment insurance plan, so that it would mature 
when the doctor retires, the proceeds then being left with the com- 

pany at interest, used to purchase an annuity or turned over to a 

trust company to invest. Unless the doctor could be convinced that 

he should cut his living expenses sufficiently to meet the cost of 
this insurance on the endowment plan, it should be ordinary life 
insurance or twenty payment life insurance. Under either, the 
savings element would be considerable and could be used for providing 

a retirement income. Provision should be made for use of income, 

and if necessary, for some of the principal, any balance going to the 

children. 

(4) Educational Funds for children of $5,000 each—under agree- 
ment with the trust company. 

(5) Arrange—for the doctor’s special appeal, to merge all of the 
policies into a Retirement Fund when he retires after completing his 
plans. If he lives he will complete his financial program. If he dies, 
the Insurance Policies do the work. 

Continued on next page 


now for the 


if possible) 


year 





MILLION DOLLAR ROUND TABLE 
The National Association of Life Underwriters met 
at its Million Dollar Round Table at the William Penn 
Hotel at Pittsburgh, on Wednesday, September 23. 
This was in conjunction with the meeting of the Na- 
tional Association. 
There are 154 names on this famous list. 


FIFTY INTERVIEWS—FIFTY SALES 


Organized Sales Talks are receiving greater and greater 
emphasis in the sales plans of all companies today. The 
newest book on life insurance salesmanship is therefore 
perhaps particularly timely, in that, from’cover to cover, 
it is devoted to the important subject of what to say in 
the Interview. 

“Tifty Interviews—Fifty Sales” was Spied by Kenil- 
worth H. Mathus, Editor of Publications for The Connecti- 
cut Mutual Life and author of “The Eyes Have It, In 
Selling Life Insurance”’. 

An unusual feature is that the new book is in dialogue 
throughout, even the Introduction, written by John A: 
Stevenson, Vice President of The Penn Mutual Life, 
following this interesting and rather unusual treatment. 

The book is composed of 50 verbatim reports of inter- 
views, filling more than 250 pages, with 250 questiotis and 
250 answers, and with nearly half a hundred illusfrations 
and visualizations. It is published by the Mutual Under- 
writer Company of Rochester, New York. Individual cop- 
ies, including questions and answers, $2.50. Be 


AMERICAN LIFE CONVENTION 
The regular annual convention of the American 
Life Convention and its various sections will be held 
at the William Penn Hotel at Pittsburgh on October 
5-9. Some unusually able addresses are to be pre~ 
sented at this meeting, which we hope many of our. 
subscribers will be able to attend. 


NEW TEXAS INSURANCE CODE 


We present herewith a brief summary of the laws passed by 
the regular session of the 42nd legislature of Texas and ap- 
proved by the Governor as they deal particularly with lifé 


insurance. In the future all kinds of insurance companies 
operating in Texas, whether under the immediate supervisioti 
of the Insurance Department or not, are subject to examination 
under the new law. Chapter 118 of the general laws as re- 
vised provide an optional means whereby policyholders ‘of 4 
domestic stock insurance company may become the owners of 
said company through mutualization. This is similar to the 
New York statute. It broadens the investment field for'Texas 
life insurance companies, particularly for funds over and 
above the amount set as net reserves. It enlarges the margift 
of loans that may be made upon real estate properties from 
50 per cent to 60 per cent; and also allows the investment iff 
first mortgage bonds on real. and personal property of any. 
solvent corporation which has not at any time defaulted in 
payment of its obligations and limits the amount of investment 
in these bonds to 5 per cent of the admitted assets of the ‘com+ 
pany making the investment. Under the new statute reserves 
of life companies may be invested in bonds of solvent cor- 
porations, provided such corporations have not defaulted in 
the payment of interest on the bonds. As regards Group in- 
surance, the new statute fixed twenty-five as the minimum 
number that may be written in a Group policy and further 
provides that they must be employees written under a policy 
issued to the emplover. The statute provides-that no other 
character of group life insurance may hereafter be written in 
Texas except as under the general terms of the law. 
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Pilots to Protection throw light on 
troubled waters—the cross-currents of 
business and domestic financial matters. 


Light houses are most needed when 
storms arise. Life Insurance, too, meets 
that test. 


Pilots to Protection are conscious of 
that weighty function they perform, and 
proud of the organization that keeps that 
beacon light burning for thousands upon 
thousands of our people. 


PILOT LIFE 


Insurance Company 


GREENSBORO, N. C. 
Cuas. W. Gop, President 
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Other Features 

(1) Disability—Total and permanent disability coverage with waiver 
of premium and income should be recommended to the maximum per 
mitted by the insuring companies. The doctor’s ability is his ‘“‘capital’’. 

(2) Premiums Conveniently Arranged — Have premium payments 
staggered over the year, so as to be more easily paid. 

(3) Sell him on “Life Insurance as an Investment’ (rates A) which 
is ideal for a professional man. Urge him to stay out of the stock 
market—and concentrate on his profession, as that will pay in the 
long run. 

Question 4. “A” (aged 30), earning a salary of $4,000 a year and 
without any other estate of consequence, has made up his mind to 
select one of two types of contracts, but is in doubt as to whether 
it should be a whole life policy or a long term endowment maturing at 
age 65. He asks you to advise him and you do so. State your 
reasons fully. 

Answer: I would advise endowment at age 65, for these reasons: 

(a) There is little difference in the rates between the two policies 
at age 30 and he would possibly fritter away this difference without 
saving it through other means. 

(b) He is dependent upon salary rather than on his own business, 
therefore his usefulness depreciates and at age 65 the life value has 
almost depreciated to zero. 

(c) He has nothing else accumulated, therefore he should have the 
sinking fund element of the endowment policy emphasized. 

(d) He could leave his dividends accumulate under ordinary life 
insurance but chances are he would withdraw them at some time and 
thus destroy the maturity of the policy at 65. To insure against this, 
I would urge the endowment plan. 

(e) The larger reserve and loan values resulting from the small 
difference in premiums would give him more for emergencies such 
as unemployment. This is a good point in favor of the endowment. 

Question 5. According to the American Experience Table of Mor- 
tality and 3 per cent interest, the net single premium for a whole life 
policy of $1,000, issues at age 50, is $555.22. 

(a) Explain the method of computing the net annual level premium 
for this whole life policy, assuming premiums to be continuous 
throughout life. 

(b) Explain the method of computing the net annual level premium 
for this whole life policy when it is desired to pay for the same in 
twenty annual level payments, instead of allowing premiums to con- 
tinue throughout life. 

(In view of the;limited time available, it is not desired that you 
make your multiplications, additions, and divisions. Merely indicate 
all answers by letters beginning with “A” and then follow continu- 
ously with “B”, “C", etc. In each explanation show the method of 
computation for only the first two years and the /ast two years. The 
problem aims to ascertain the correctness of procedure and not actual 
results.) 

(Here followed a section of the American Experience Table of 
Mortality and Fifty Year Table of the Present Values of $1,000 at 3 
per cent.) 

Answer: (a) 

Net Single Premium 





= Net Level Premium for Continuous 
Present Value of life annuity due Premium Ordinary Life Insurance 
of $1 per year for rest of lite. 

$1.00 = M! 
68.842 
69.804 
67.841 


69.804 


970874 = M? 


942596 = M?® 
wes 7 - 
69.804 
3 


X< 1.00 X .264439 = M* 
xX 1.00 X .256737 = M* 
M! + M?+... + M*® + M* = Present value of life annu- 
ity due for rest of life. 
555.22 ; 
= Net Annual Level Premium for Contin- 
M' + M?+...+ M*® + M# uous Premium Ordinary Life Insurance 
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(b) 
Net Single Premium 
—_____—_—___—_§—_— = Net Level Premium for 20 Payment Life 
Present Value of annuity due 
of $1 for 20 years 


$1.00 = M’ 


68.842 
970874 = M? 
69.804 


67.841 
942596 
69.804 


43.133 
570286 
69.804 


40,890 
xX 1.00 XK .553676 = M* 
69.804 - —— 
M! + M?+...+ M™ + M® = Present Value of life annu- 
ity due of $1 per year for 20 
years. 
555.22 
= Net Annual Level Premium for 20 Pay- 
M’ + M?+...+ M™® + M” ment Life 


ANSWERS TO PART II—JUNE 1931 C. L. U. EXAMINATION | 


QUESTIONS 
LIFE INSURANCE SALESMANSHIP: 

Question 1. Discuss the normal behavior and strategy of the pros- 
pect and of the underwriter as they usually manifest themselves 
in the sale of life insurance upon the occasion of the first interview. 

Answer: The normal behavior and strategy of the prospect in the 
first interview is first, that he sets as many barriers in front of the 
salesman as possible. He makes it as difficult as possible for the 
salesman to see him at all and with the aid of his secretary he may 
attempt to keep the underwriter out of his office. This is the first 
barrier through which he must pass. 

Second, there is a natural inertia within the prospect in his buying 
habits which he does not wish disturbed and for that reason the un- 
derwriter is unwelcome. The prospect, therefore attempts to dismiss 
him. 

Third, the idea of death is repulsive and therefore the prospect 
does not wish to talk about it. The last two named reactions make 
the average prospect unwilling to be interviewed and for these reasons 
the replies: “I don’t want or need any insurance” or “I am too busy,” 
may be expected. It is here that the tactics of the salesman must come 
into play to: secure attention, arouse interest, desire, conviction and 
action, 

In regard to the strategy of the underwriter, first he must find out 
all the information he can concerning his prospect, find out if possible 
his responsibilities, his ambitions and desires. 

Second, he must use his strategy to pass the secretary and obtain 
at least a hearing. In this the salesman should be considerate of 
everyone, and obtain the confidence of the prospect’s subordinates to 
the extent that they will help him to see the prospect. He should pre- 
sent an appearance and manner which will help him cross this barrier 
without difficulty, such as, “Tell Mr. Prospect that Mr. Smith is here.” 

When face to face with the prospect the strategy turns to tactics, 
and as previously stated, the underwriter must obtain the prospect’s 
attention and interest. 

However, before the salesman even goes to the prospect, he should 
outline in his own mind the following: 

(a) What am I selling 

(b) To whom am I selling 

(c) Just what are the prospect’s exact needs 

(d) What convictions and impulses must I arouse to make him buy? 

Question 2-3. Dr. John Brown, a physician, age 34, is married to 
Elizabeth Brown, age 31, and has two children, Harry, age 7 and 
Margaret, age 4. His annual income is $10,000, of which $8,000 is 
used for living expenses. He owns his home which is valued at $15,000 
but subject to a first mortgage of $6,000; his savings bank account 
totals $2,000 and he has stocks and bonds valued (at current quotations) 
at $4,000. He now carries $10,000 ordinary life insurance payable to 
his wife in a lump sum. 

(a) What specific insurance proposal would you recommend? 

(b) Outline briefly the approach you would use. 

(c) How would you answer an objection that the uncertainty of 
present conditions prevents him from committing himself to a definite 
program of expenditure? 


Continued on page 325 
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Organized Operating 


The Guardian Fieldman is equipped with organized vis- 
ual presentations of proved selling power to satisfy the de- 
mands of today’s life insurance estate builders. 


The $1-a-Week Plan, the Family Income Presentation, 
the Estate Digest, and the Special Income Annuity Presen- 
tation are only a few features of the tangible cooperation 


between the Guardian Home Office and the Field. 
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Answer: (a) I would recommend a property and life insurance trust 
with $75,000 endowment at 65. This together with his present insurance 
of $10,000 and savings account and stocks would give an approximate 
estate of $90,000 of which $11,000 should be paid in a lump sum. Of 
this amount $5,000 may be used to cover taxes, expenses of last ill- 
ness, burial expense, debts, etc., and $6,000 to pay off mortgage on 
home. This would leave a fund of $79,000 which would give his 
wife a monthly income of about $325.00 until the children are ready 
for college at which time the income should be increased so that each 
child might have $100 per month for four years of college training 
and for a longer period if they should have the ability and inclination 
to take special work. The wife should have the privilege of drawing 
on principal in case of sickness or emergencies. 

After the children are finished college, all that remains of the fund 
over $50,000 should be divided equally among the children. The son’s 
share should be held by the trust company and interest paid thereon 
until such time, as in the judgment of the trustee, he has demonstrated 
his ability to handle money or shows a need to enter business and that 
it appears he has a reasonable chance of success in the venture. The 
daughter’s share should be held and interest thereon paid to her until 
she shall have attained age 55, at which time the balance of the fund 
on hand to her credit should be used to purchase a life annuity for 
her if she desires. Otherwise she should have the right to will. 
The wife’s share of $50,000 should be held intact and interest paid 
thereon until she attains age 55, at which time she should have the 
privilege of taking a life annuity or, if she desires, take only interest 
and pass the principal on to the children at her death. Should Dr. 
Brown survive to age 65, he will have more than $75,000 in cash, which 
would give him a life annuity of approximately $7,500 per year or a 
joint and survivors.ip annuity for himself and Mrs. Brown of approxi- 
mately $6,000 per year, so that in any event both he and Mrs. Brown 
would be provided for. 


A disability clause providing for waiver of premium and income 
should be endorsed on at least $50,000 of the insurance, and a waiver 
of premium clause added to the rest even if the income feature is 
not included. 


(b) Dr. Brown, if you had a machine that was worth $75,000, you 
would insure it, wouldn’t you? If you knew that the probable life 
of that machine as a productive piece of equipment was about 30 years, 
you would charge off a certain amount each year for depreciation, 
wouldn’t you? If you knew that this machine paid you $10,000 per 
year and that in case it should be temporarily put out of commission, 
the revenue from it would cease, you would want interruption in- 
surance, wouldn’t you? If you had issued bonds of $75,000 on this 
machine due in 30 years, you wauld set up a sinking fund to meet 
them, wouldn’t you? 


Doctor, that is briefly an outline of yourself. You are making ap- 
proximately $10,000 per year. Your human life value to your family 
and yourself is worth at least $75,000 to $100,000. You know that 
if you live, that at about age 65 people may not want an old man as 
their doctor and besides you have worked hard all your life and should 
then be able to retire to do some of the things you have always 
wanted to do but just couldn’t quite get around to—to read the books 
you have always wanted to read, to play golf, to fish, to go to Florida 
or California in the winter, to the Maine woods in the summer, to make 
a trip to Europe, in short, to enjoy a life of leisure and entertain- 
ment in your old age. Would you not like then to have financial 
worries passed forever as far as you are concerned—to be so that 
you need never look at a financial page to see whether your stocks 
are up or down; to have no fear of the necessity of ever being com- 
pelled to invest or re-invest your funds, but to have the supreme satis- 
faction of knowing that on the first day of each month for every 
year that you or Mrs. Brown may live, a great life insurance company 
will send you a check for $500 to $600—and it doesn’t make any 
difference how long you live, whether times are good or bad, whether 
stocks are up or down, whether we have depression or prosperity, 
your check will be there every month. Isn’t that a wonderful plan, 
Doctor, and best of all, if you happen not to live to complete your 
depreciation account or if you should unfortunately become disabled, 
this great insurance company will step in and take care of your wife, 
your boy Harry, help him start in business, give both him and 
Margaret an education and give Margaret a monthly income as long 
as she lives when she has finished college. If you are disabled, we 
will continue your deposits for you and pay you a sufficient income to 
take care of your family. 





(c) Doctor, you can make the first deposit. The estate is created 
immediately. The very fact that you are hesitating about committing 
yourself is more reason why your family would be so much worse 
off if anything should happen to yot. If you cannot afford to commit 
yourself to this small part of your income, how do you expect your 
wife to bring up your two children on an income of less than $100 
per month? Your income is only slightly affected by conditions. If 
you expect to have anything in old age and not be dependent upon 
your children for a living, you must start systematic saving sometime— 
now is the best time to start. 

Question 4. (a) What is meant by programming a man’s estate? 

(b) What fundamental knowledge is required on the part of the life 
underwriter in preparing such a program? 

(c) Enumerate the points which must be covered in an insurance 
program. 

Answer: (a) Programming a man’s estate to me has always meant 
first, an analysis of what he has in the way of assets and liabilities, 
both in general estate and insurance estate; second, consideration of 
plans and desires for self and family for the future; and, third, 
tying them all together in a definite program for future accomplish- 
ment. 

This program, to be effective, should cover the creation, distribution 
and pre-administration of the estate with insurance and general estate 
dove-tailing for efficient accomplishment. The program should also be 
broad enough and far-sighted enough to cover future acquisitions of 
property and to provide a worth while goal in insurance. A will is 
necessary. The insurance should be on an income basis. 

(b) The fundamental knowledge required by a life underwriter is 
that contemplated by the C. L. U. examinations which may be classi- 
fied as to whether it pertains to: 

1. Life Insurance—its services in estate building and its relationship 
to general social and economic progress. 

(1) Fundamental life insurance principles and practices, as 
. The basic theory of life insurance 
. Companies—types, and particular services 
. Contracts—kinds, advantages of each 
. Cost—comparative 
. Special benefits obtainable 
. Usual restrictions and limitations in policies 
g. General practices and methods of doing business 
(2) Economic, political and social problems and the part which 
life insurance plays in their solution 
(3) Personal and family needs for life insurance 
(4) Business life insurance needs 
2. Property estates—(including businesses) 
This involves a knowledge of such subjects as 
(1) Corporation, partnership and individual business organization, 
financing methods, banking practices, credits and -collections, invest- 
ment principles, types of investments and similar subjects describ- 
ing the business operation of mankind. 
(2) Methods by which comparisons of business activities may be 
effected, involving the use of accounting and statistics. 
(3) The general principles of law governing men in their business 
relationships. 

3. Wills, trusts and administration of both life and property estates. 

This would involve a knowledge of such matters as 

(1) Laws of descent and distribution 

(2) Probate law 

(3) Functions of executors, trustees, guardians, etc.—with particu- 
lar reference to life insurance trusts. 

(4) Inheritance and income taxation 

(5) Insurance company services in administering life insurance 
proceeds 

4. Human nature and how to influence the action of man. 

This would have reference to knowing such things as 

(1) The normal desires, ambitions, etc. of man 

(2) Basic psychological principles which make a person act as he 
does 

(3) Means by which appeals may be effectively directed to influence 
a prospect 

(4) General principles and problems of salesmanship 

5. Other information— 

While the above headings suggest the fundamental knowledge which 
a life underwriter should have in order to render competent and in- 
telligent service, he must also have certain specific knowledge for each 
particular prospect, such as, name, age, marital condition, ages of 
wife and children, approximate income, occupation, other insurance, 
property estate, ete. His fundamental knowledge may then be applied 
to the specific case in order to work out a satisfactory solution. 

Continued on page 327 
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(c) Points which must be covered in an insurance program. 

1. Insurance in force should be checked and correlated with addi- 
tional insurance, 

2. New insurance either taken or planned for should cover needs— 
which are 

(1) Adequate cash settlement for payment of debts, liquidation 
of estate, etc. 
(2) Readjustment fund 
(3) Income to wife for life 
(4) Old age fund—also disability coverage 
(5) Education of children 
(6) Mortgage covered 
(7) Life value capitalized if possible to continue family’s share 
of earnings to family 
(8) Bolster credit under certain conditions 
(9) Systematic savings 
(10) Absorption of stock in closed corporation 
(11) Many other points to be considered—ideal program not always 
consistent with practical. Most important to me is tying up whole 
estate on co-ordinated basis and giving prospect a definite goal. For 
this reason I always talk larger amounts than I know will be taken 
immediately and of more needs than can at once be covered in order 
to stimulate action toward definite goal. 

Question 5. Discuss fully the sources from which a prospect list may 
be obtained. 

Answer: Prospects may be obtained from several sources, depend- 
ing upon the type of canvassing. 

(a) Cold Canvass.—Using names from telephone books, directories, 
club lists, building lists, graduate directories or plain door to door can- 
vass. This method is good for any business written is of necessity on 
a merit basis. It keeps the salesman toned up by the variation of 
types of people interviewed. Much business is written on this basis 
though it usually requires more time than other methods. 

A variation of the above is sending a letter to prospects selected as 
having a need for a particular use of insurance, such as stock-retire- 
ment, and thus specialize in one line. 

(b) The so-called endless chain method of securing names of pros- 
pects from satisfied clients, such as brothers, relatives, friends, or 
business associates of the satisfied client who have need of the particular 
service you have rendered him. It is best to get a direct introduction 
to the prospect, or a letter sent from the client to the prospect com- 
menting favorably on your work. Determine ahead of time whether 
or not you can use the client’s name. If specific permission is not 
secured, the client quite often considers it a breach of trust to use 
his name. 

(c) The Center of Influence Method.—Select a man whose opinion 
may be followed by many, and sell him indirectly on your plan. One 
method of this is the “promising young man” approach to executives 
of large sized corporations (incidentally it’s an indirect approach to 
them). Get the president of a firm to list in his own handwriting the 
names of the promising young men in his employ. With the names 
in his handwriting, the underwriter can make an excellent approach. 

(d) People met in the ordinary course of social life. It is best to 
guard against becoming a pest to friends. The approach in this case 
should be by an indirect method. Show a friend the plan you intend 
to present to someone else. 


(e) One’s own list of policyholders is by far the best. He has al- 


ready sold them, has their confidence. Their needs increase and change 
so if he doesn’t sell them, some one else will. Underwriters should 
spend more time in this particular field. 

Question 6. (a) Distinguish between excuses and objections offered 
by the average prospect in the interview. 

(b) Enumerate five replies generally used by prospects in blocking 
the salesman’s presentation. 

(c) Effectively answer these objections in order that the interview 
may continue. 

Answer: (a) Excuses are given by prospects merely as a means of 
terminating the interview. There is no real reason back of an excuse. 
It is something the prospect grabs at in the course of his natural sales 
resistance when approached with a proposition. Excuses are general 
in nature and insincere but must not be treated too lightly. However, 
it is usually possible to tell from the prospect’s manner whether they 
must be answered or can be ignored. 

Objections, on the other hand, are sincere reasons which the prospect 
advances as to why he does not want the proposition presented to him. 
They may be divided into two classes (1) fancied, (2) real. An ob- 
jection must be answered and definitely eliminated. There are four 
methods of doing this: 

1. The head-on method. This does not mean to assume “You are 

a liar’ attitude, but some points must be corrected and in a diplo- 











matic way the underwriter may state wherein the prospect’s error lies. 

2. The direct return method. Under this system the prospect’s 
objection is used as a boomerang. The sales resisting point is 
turned into one which is sales assisting. 

3. The indirect return. This is the “Yes, but’? method. The un- 
derwriter agrees with his prospect as far as possible and then ends 
the statement with a point which turns it in his favor. 

4. The pass-up. Some objections are raised to which no answer 
is expected or some point is brought up which has no bearing on 
the subject. These can be overlooked or not answered. If the pros- 
pect is told “We'll come back to that” and it is a point he is in 
doubt about, it should be answered to his satisfaction. Otherwise it 
may stick in his mind to such an extent as to kill the sae. 

(b) 1. See me in six months 

2. I'll talk it over with my wife 

3. I don’t need any other insurance 

4. I can’t afford it 

5. 1 am single and there 1s no use in your telling me about life 
insurance. 

(c) 1. Mr. Brown told me that and because of it his widow lost 
her income. If you can sign a statement that you will be here in six 
months and in good health then, I'll come back. Otherwise I would 
think I had done a poor job and feel responsible to your family if I 
did not fully explain the proposition to you. 

2. Your wife leaves other matters to your good business judgment. 
Let me have ten minutes more of your time and I am sure I can 
show you that you are the one to decide. 

3. Very few men are so fortunate. If you let me go over your 
insurance program with you, there may be some changes I can suggest 
which will prove to be of benefit to you. 

4. There is nothing to afford. Insurance only costs the man who 
can not get it. It costs him peace of mind and unhappiness. Your 
family are the ones who cannot afford to be without it. 

5. Let me explain the proposition to you fully. Now is the time 
you should insure when the cost is so low and you are eligible. 
Later on may be too late and you would regret for the rest of your 
life that you did not find out about this old age thrift plan. 
Question 7. What is your concept of a “professional attitude” on 

the part of a life insurance underwriter? 

Answer: To me the concept of a professional attitude on the part 
of the underwriter embodies the following factors: 

1. An unselfish interest in his prospect. The commission is not the 
important thing. The prospect’s happiness and success are vital. A 
willingness to render service without compensation is part of an un- 
derwriter’s duty. 

2. An attitude of respect and cooperation toward his fellow-under- 
writers. It is not professional to try to cut into another fellow’s 
business. The Golden Rule is a good professional measuring rod. 
And it is true that it pays in the end to play fair with other under- 
writers. 

3. A thorough understanding of his profession. Doctors, lawyers, 
etc. spend years in preparation for their professional work. If-we 
wish to be placed in the same category with them, we must be as well 
prepared and posted in our field as they are in theirs. We should 
be continually students of life insurance if we are to be called pro- 
fessional. 

4. Living up to the best standards in his vocation. It is not ethical 
to rebate, to twist, and to indulge in other practices, either prohibited 
by law, or frowned upon by the best men in the business. If we are 
professional, we will transact all of our business upon the highest 
plane of ethics. 

5. In general if we truly live up to the best light that is within 
us, we may say that we hold a professional attitude toward our busi- 
ness. And it is only by such a method that we may expect others out- 
side of our business to consider our service as professional, and to 
give us the respect that is usually accorded to a profession. 

Question 8-9. William Akers and George Long are partners owning 
and operating a small manufacturing plant. The present valuation of 
the partnership, independent of good will, is $50,000. Each partner 
has provided for his personal estate, but no protection, through in- 
surance, has been arranged for the partnership. Akers is 39 and 
Long is 42. The management of the business is divided between them 
and the death of either would financially handicap the further de- 
velopment of the business. 

Insurance is suggested (1) to permit the surviving partner to replace 
managerial skill, (2) to make the assets of the partnership liquid to 
meet an emergency situation and (3) to permit the surviving partner 
to liquidate the decedent’s interest in the partnership. Outline briefly 
your sales presentation to meet the situation. 

Answer: Gentlemen, as partners in a business, I presume that you 
weigh carefully the consideration of any matter which may have a 

Continued on next page 





BEST’S INSURANCE NEWS (Life 


Edition) October 1, 1981 








C. L. U. ANSWERS—Continued 


direct bearing upon the future development and success of your busi- 
ness venture. We are at present going through a phase of the busi- 
ness cycle in which great emphasis must be placed upon managerial 
skill and the ability of the executive staff. In your business it is 
apparent that your personal success is based upon your ability to work 
together in meeting the problems which develop from time to time. 
You are both young men with an opportunity to further develop your 
business substantially. But there 1s a hazard which confronts both of 
you which may materially 
directly 
plans and program, 


and adversely affect your business and thus 
individually. If death short your 
what provision have you made to protect your 
reputation, your business, the 


affect you should cut 
survivor and your estate? It is ap- 
parent that the death of either will jeopardize your position with your 
competitors, with your clients and patrons, with your creditors and 
probably with your banks. 

The survivor will immediately have to face the problem of replacing 
managerial skill, and more particularly of finding someone who will 
be as congenial and understanding as the decedent. You will have 
to deal with the widow or executor of the decedent's estate and pie 
pare to take orders from interests which are largely financial and which 
care little about the fate of the survivor. You will have to decide 
the ultimate fate of your 
time and unless there is 


institution within a comparatively sho.t 
adequate preparation to mect the s.tuation 
you may have to face these problems under a financial handicap which 
will be difficult to overcome. 

My purpose in seeing you is to outline to you a reserve fund accu- 
mulation through the medium of life insurance which will immed.ately 
upon creation eliminate the possibility of a financial problem and 
which may also solve the prob'ems which I have enumerated. In brief, 
may I say that a life insurance company is willing to take over from 
you the financial risk incidental to the hazard of death. It will act 
with you and for you in helping you succeed. It will free your minds 
of the worry incidental to this uncertainty and thus permit you to 
concentrate upon the problems which you are capable of mastering 
with certainty. 

My plan involves the establishment of a fund available at the death 
of one of the partners without delay or the technicality of legal re- 
quirements. To obtain it you must agree to make regular annual 
payments which will not exceed 3 or 34% per cent of the sum required. 

May I submit in further detail, then, the benefits which you will 
derive from a program of this character and demonstrate to you how 
a seeming expenditure may become increased income? 

Question 10. Discuss briefly the influence of the following factors 
in the selling process. 

(a) habits 

(b) emotions 

(c) temperament 

(d) personality 

(e) dress and appearance 

(f) the logical appeal 

(g) argument vs. suggestion 

(h) tone of voice 

(i) desire 

(j) the use of a letter of introduction 

Answer: (a) The habits of an underwriter are important. It is 
essential to have habits of cheerfulness, thrift and industry. Regular 
working hours as a habit are needed to produce business steadily. The 
habits of a prospect are also important and should be noted since 
people do things to which they are accustomed and are antagonistic to 
the unfamiliar. As habits influence decisions, the “buying” and “busi- 
ness” habits of the prospect should be known. 

(b) Emotions of the prospect when properly aroused by the under- 
writer, will impel him to act. The motivating appeal is the appeal 
Reason may justify a sale many times over in the mind of 
but few men act on the basis of reason. 


to emotions. 
the prospect, 
appeal to instincts and emotions to secure action. 

(c) Temperament. An underwriter should have control of rea feel- 
ings at all times. He should not allow discouragement to keep him 
from maintaining a cheerful manner. A man who is so temperamental 
that he becomes despondent readily has to guard carefully against 
becoming discouraged and thus, ineffective in his work. 

(d) Personality. A fine personality is a great asset because it en- 
ables him to make favorable contacts readily with worth while people 
in the business and professional world. A pleasing personality attracts 
people and is invaluable in all of the underwriter’s work. 

(e) Dress and Appearance. On the part of the underwriter, dress 
and appearance are most important. He should dress well enough 
to look well and should avoid extremes and peculiarities that will 
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attract unfavorable attention. His general appearance should be that 
of a successful business man with a cheerful outlook on life. 

(f) The logical appeal has a place in sales presentation though it 
should not be wholly relied upon. It is good practice to use a logical 
appeal in order to give the prospect excuses he can use to himself and 
others to justify buying. The logical appeal can be used to conceal 
a subtle appeal to instincts and emotions as a means of motivating 
the prospect. 

(g) Argument vs. Suggestion. It is bad practice on the part of 
the underwriter to argue with the prospect. Where the train of thought 
can be guided by subtle suggestions rather than by engaging in argu- 
ment, the ultimate result will be more favorable for the underwriter. 
Stating truths parenthetically, citing someone with prestige, using an- 
a'ogies, telling stories of cases where insurance has served a purpose 
are means of creating impressions by 
a powerful appeal. 

(h) Tone interview the underwriter should use 
a well modulated tone of voice. It is desirable to avoid disturbing 
others because it might be embarrassing to the prospect. 


indirect suggestions which make 
of Voice. In an 


Sometimes if 
a prospect is inclined to let his attention wander during an interview 
the underwriter, by lowering his tone of voice, can make it necessary 
for the prospect to pay very close attention. 

(i) Desire. 
to the 


Regardless of how much a sales presentation may appeal 
prospect’s reason, he must have desire before he will buy 
life insurance. It may be the desire to emulate others, to have more 
property for selfish reasons, to gain the respect of others, or to have 
protect'on from fear of illness or death, but desire must be present 
in the mind of the prospect before he will buy life insurance. 

(j) The use of a letter of introduction. A letter of introduction 
will usually get favorable attention from the prospect long enough for 
the underwriter to intorduce his subject. After that the proposal 
must be sold on its own merits. A letter of introduction is helpful 
in getting an interview from a man who is especially hard to reach 
because of pressure of business matters or for some other reason. 
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EDITOR’S NOTE: 


This is one of a series of articles to be contributed to this publication by eminent insurance attorneys. It is obvious that these discusst, 
of legal matters may not, at all times, exactly express the views of Alfred M. Best Company, Inc., but we trust they may prove 
of interest and value to our readers. 


PERMANENT 


f be a le xicographer, the meaning of the words “total” and 

permanent” would seem to be definite enough, as un- 
doubtedly they were to the draftsman who first prepared the 
insurance forms containing the so-called “Permanent and Total 
Disability Clause.” We now know that to the legalistic mind 
the word “total” has quite a different meaning. It is now es- 
tablished that to that inind it means, in effect, “partial”. It 
is impossible as yet to determine whether the drift of the legal- 
istic mind is to the same result in respect of the word “per- 
manent.” 

The divergence, however, is well illustrated in the early 
(relatively) case of Ginell vs. Prudential. The policy in 
that case provided for certain benefits if the insured was 
“rendered w holly and permanently unable to engage in any 
occupation.” The insured became afflicted with tuberculosis 
in January 1921, and was incapacitated thereby until May 
1922, when he returned to his occupation. The trial court 
held in favor of the insured (196 N. Y. Sup. 337). The 
Appellate Division affirmed this decision (200 N. Y. Sup 
261), Judge Hasbrouck saying: 

“The inexorable inference to be drawn as to the mean- 
ing of ‘permanent’ is that it is applicable to a condition 
of disability which, while not transient or ephemeral, 
still may pass away.” 

Judge Van Kirk dissented, giving the word “permanent” 
its natural meaning. The Court of Appeals reversed the 
judgment and dismissed the complaint on the oo 
opinion of Judge Van Kirk, 237 N. Y. 554, 143 N. E. 740. 

The divergence became marked, however, with the sein 
in Penn Mutual Life Insurance Co. vs. Milton, 127 S. E. 
(Ga.) 140. The policy in that case provided for an annuity 
payment and waiver of premium if the insured should be- 
come “wholly disabled by bodily injury or disease, so that 
he is, and thereby will be, permanently and continuously 
unable to engage in any occupation whatever for remunera- 
tion or profit, and that such disability has existed continu- 





DISABILITY 


ously for not less than 60 days prior to the furnishing of 
proof.” The question was whether a total disability which 
had lasted for 16 months only, and from which the insured 
then recovered, was a permanent disability within the mean- 
ing of the policy. The Supreme Court said: 

“‘Permanent’ is the antithesis of ‘temporary.’ The 
word ‘permanent’ does not always mean forever or last- 
ing forever. The meaning of that word is to be con- 
strued according to its nature and in its relation to the 
subject matter of the contract. (Citation). The words 
‘permanently and continuously’ standing alone, would 
mean that the total disability must be a lasting one; but 
when these words are taken in connection with other 
language used in the several provisions of this policy 
set out above, the fair construction of these words is, 
not that the total disability shall last or exist forever, 
but that a disability which existed continuously for no 
less than 60 days prior to the furnishing of proof is, 
— in the meaning of the policy, a ‘permanent dis- 
ability.’ ” 

From these two cases follow two lines of decisions: The 
Ginell case was followed in New York by the later case of 
Glassberg vs. Metropolitan Life Ins. Co., 232 N. Y. Sup. 417, 
and particularly by the Supreme Court of Iowa in the well- 
a case of Hawkins vs. John Hancock Mut. Life 
Ins. Co., 218 N. W. 313. The plaintiff in that case was 
ete and permanently disabled from March 1, 1922 to 
November 1, 1925, but then recovered. The court first looks 
to the dictionary definition of the word, and observes that: 

“*Permanent’ can not be given the meaning of its 
antonym ‘temporary.’ Unless it means ‘permanent’, it has 
no practical significance.” 

The court also observes, however, that a disability which 
is apparently “permanent” at one time may improve, and that 

“Fairness to the policyholder requires that reasonable 

Continued on next page 
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evidence of permanency be accepted and the benefit paid 

so long as such apparent permanency exists, but, if it 

later appears that the seeming permanent condition is not 
such, that then the company shall be no longer held to 
continue paying benefits.” 

The proofs offered did not show even an inference of per- 
manency of disability, since the insured had, in fact, re- 
covered, and the court held that the plaintiff must fail. 

The 60-day clause, so prominently relied upon in the Milton 
case, was also considered. The court in this case says, how- 
ever, 

“We are of the opinion, however, that this clause goes 
to the proof of the disability, and, by the 60 days’ mora- 
torium, if it may be so called, it is intended to take 
that amount of time to ascertain whether the disability 
is permanent or not.” 
The reasoning of the 

Mississippi in the case of 


Ginell case was also age My in 

Shipp vs. Metropolitan Life Ins. 
Co., 111 So. 453, and also in Nebraska in the case of Eastep 
vs. Northwestern National Life Ins. Co., 208 N. W. 632. In 
that case the insured was totally disabled for four years, 
and the trial court awarded him judgment for the annuity 
for that period, although the insured had then recovered. The 
court, after considering the policy, says: 

“The policy, when so construed, seems to support the 
proposition that the company was to pay one-tenth of 
the face of the policy annually in case of a total perma- 
nent disability but in the event that what was once re- 
garded as a total permanent disability should prove to be a 
total temporary disability the provision of the policy 
should be construed to render the company liable for 
that period only.” 

The Ginell case was also followed in Tennessee in the 
case of Conley vs. Pacific Mutual, 8 Tenn. App. Rep. 405, 
the court finding it and the Hawkins and Shipp cases more 
persuasive than the Milton case. 

The principle of the Ginell case was also applied in Texas 
in the case of Home Benefit Ass'n. vs. Brown, 10 S. W. 
(2d) 835. The policy there provided for total and permanent 
disability benefits, “provided that said member claiming said 
disability benefit shall have been totally disabled and con- 
tinued to be totally disabled for a period of 90 consecutive 
days.” The insured was totally disabled for more than 
days, but thereafter recovered. The court held that not only 
must the total disability continue for 90 days, but must also 
be permanent, saying, 


“The proviso contained in said paragraph which reads, 
‘provided that said member claiming said disability 
benefit shall have been totally disabled and continued to 
be totally disabled for a period of ninety consecutive 
days,’ does not, we think, when the contract is taken as 
a whole, mean that the holder would be considered totally 
and permanently disabled if his total disability continued 
only for a period of 90 days.” 


The case of Wenstrom vs. Aetna Life Ins. Co., 215 N. W. 
93 (N. D.), follows more nearly the Milton case. The total 
disability clause in the policy there involved, while usual in 
other respects, provided: 

“And if such disability was sustained before the in- 
sured attained the age of 60 years, the company will pay 
to the life beneficiary the sum of $10.00 for every 
$1000.00 of the sum insured and will pay the same sum on 
the same day of every month thereafter during the life- 
time and during such disability of the insured.” 

The court said: 


“We must assume that the phrase and during such 
disability of the insured means something, and if it means 
anything it means that the amount will be paid during 
such disability, whether it be for life, for years, or for 
months, and it would seem that it is placed there to cut 
off the indemnity in case the insured recovers.’ 

The court distinguishes the case before it from the Ginell 
case, and relies upon the Milton case in upholding an award 


for the period covered by the disability, even though it was 
not permanent. 


| 
| 





Annuities Insurance 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, Preside st 


suena 

















Guaranteed 
Benefits 


Guaranteed 
Low Cost 





In some of the other cases, the insurance companies have 
fallen into a trap set by themselves. 

In the case of Bersett vs. New York Life Ins. Co., 220 
N. W. 561 (Minn.), the usual total and permanent disability 
clause was followed by the clause: 


“Under this contract disability shall be presumed to 
be permanent after the insured has been continuously 
so disabled for not less than three months,” 

followed by the clause requiring proof of continuance of dis- 
ability from time to time, and that 

“Upon failure to furnish such proof, or if it shall appear 

to the company that the insured is able to engage in any 

occupation for remuneration or profit, income payments 
shall cease.” 

The trial court instructed the jury that if the insured was 
continuously disabled for more than three months, that the 
disability was presumed to be permanent, and that the de- 
fendant had the burden of overcoming the presumption. The 
court said: 

“We shall assume, without deciding, that if such a 
demand had been made and Berset had failed to furnish 
such proof, or if it appeared to the defendant therefrom 
that he was able to engage in some occupation for profit, 
the burden would be upon plaintiff to show that total 
disability continued. But here no such demand was made, 
and this provision, whatever may be its effect when prop- 
erly invoked, did not come into operation. We agree with 
the learned trial court that the presumption created by 
the other provision applies to this case. 

The effect of the presumption 2 particularly well illustrated 
in the Mississippi cases of Heralds of Liberty vs. Jones, 107 
So. 519, and Shipp vs. Metropolitan Life Ins. Co., 111 So. 
453. 

In the Shipp case, the court followed the principle, with- 
out specific mention, of the Ginell case, and held that a total 
but temporary disability was not covered by the total and 
permanent disability clause. 

In the Jones case, however, the policy provided: 
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“Without prejudice to any other provision, such total 
disability shall be presumed to be permanent after the 
member has been continuously so disabled for not less 
than six months and during all that period incapacitated 
from engaging in any occupation for remuneration or 
profit.” 

The insured was confined in an insane asylum for one 
year and then discharged as cured. The court applied the 
presumption, saying: 

“The words are used here, we think, in the sense that 
the fact of such total disability for six months shall 
finally adjudge or conclusively presume the other fact 
that the disability is permanent, and such decision can- 
not be reopened or set aside by showing that the insured 
recovered from the disability at some later date; the in- 
quiry is closed.” 

In a late case in New York, Mackenzie vs. Equitable Life 
Assurance Soc., 248 N. Y. Sup. 413, the Municipal Court 
refused to apply this presumption where the insured had 
already recovered. 

The court in Iowa, in the case of Kurth vs. Continental 
Life Insurance Co., 234 N. W. 201, held that the plaintiff by 
showing a total disability existing for more than 60 days, 
raised a presumption of permanent disability, intimating, how- 
ever, that if the disability proves but temporary, benefits 
might be discontinued; and also distinguishes other Iowa 
cases which did not involve the presumption. The case, how- 
ever, Was undecisive as to the immediate present discussion, 
in that the disability was then continuing. 

In the case’of Adamson vs. Metropolitan Life Ins. Co., 
157 S. E. 104, the Supreme Court of Georgia held that the 
insured was entitled to recover four month’s disability, fol- 
lowing the Milton case. 

On the other hand, the Supreme Court of Alabama, in the 
case of Metropolitan Life Ins. Co. vs. Blue, 133 So. 707, fol- 
lows the Ginell case, and holds that a temporary and total 
disability does not entitle the insured to recover. 

It follows from a consideration of these cases, therefore, 
that as yet no general rule may be announced, nor even can 
one say that there is a real weight of autnority one way o 
the other, and the practitioner must look to the decisions in 
his own State, or, if none, then become a pioneer. It is ap- 
parent, however, that there will be a rapidly accumulating 
body of law upon the subject, so that, ultimately, one may, 
as is now the situation with respect to total disability, expect 
some rule of general application. 


Editor's Note 

Mr. Boland, in this article, refers to the confusion caused 
hy the conflicting decisions respecting the interpretation of 
the term “permanent disability” in life policies providing for 
waiver of premium and payment of benefits in case of per- 
manent disability. He calls attention to the fact that, in their 
construction of the term “total disability” in insurance pol- 
icies, courts generally hold that it does not mean absolute 
and complete disability. As one court said, 

“To interpret the term total disability as meaning that 
an assured must lie in a state of coma for the full period 
of his disability would render the contract utterly useless 
to an assured and would be nothing short, practi- 
cally speaking, of collecting a premium without rend- 
ering consideration.” 

As to “What Constitutes Total 
plated by the Disability Clauses in 
Best’s Insurance News, Life Edition, December 1930. 

The word “permanent” does not necessarily mean ever- 
lasting. Bodies have been moved from their “permanent” 
resting places for various reasons. With the advance of 
medical and surgical science, who can say that some afflic- 
tions are permanent, if permanent is to be construed as ever- 
lasting. The operation recently performed on the eyes of 
the King of Siam is proof that diseases or conditions which, 
a few years ago were considered hopelessly incurable, can 
now be cured or relieved, and science marches steadily on- 
ward. 

The mere fact that practically all of these policies contain 
the qualification that the permanent disability benefits shall 


Disability as Contem- 
a Life Policy,” see 





NATIONAL CONVENTION OF INSURANCE 
COMMISSIONERS 


The sixty-second annual meeting of the National Con- 
vention of Insurance Commissioners was held at Portland, 
Oregon, September 14th to 17th at the Multnomah Hotel. 

The Rocky Mountain and Pacific Coast States division of 
the Convention, of which Commissioner H. O. Fishback of 
Washington, was chairman, met on Saturday, September 
12th, when problems of especial interest and concern to 
this territory were discussed and a report prepared for 
presentation to the convention proper. 


TEXAS STATUTES FOR BOND COMPANIES 


We are quoting herewith a part of article 696 of the 
revised Civil Statutes of the state of Texas, under which 
the bond companies now operating in that state do busi- 
ness. 

“Each corporation, company or individual, doing busi- 
ness in this state as a bond investment company, or com- 
pany to place or sell bonds, certificates or debentures on 
the partial payment or installment plan, shall deposit with 
the State Treasurer, in cash or securities approved by said 
treasurer, the sum of $5,000. .00, and shall deposit semi-an- 
nually with said treasurer, in cash or security, to be ap- 
proved by said officer, ten percent of all net premiums 
received until the sum deposited amounts to $100,000.00.” 





be allowed or paid during the period of the disability shows 
that an everlasting disability is not necessarily contemp:ated. 

Therefore, in spite of what some eminent jurists have said, 
“permanent” in such a policy is not the exact antithesis of 
“temporary” but rather means continuing or lasting, but not 
everlasting. 

What the proof of permanency shall be depends on the 
circumstances, the language of the policy and, as Mr. Boland 
states, the jurisdiction in which the question arises. In_ the 
Ginell case, the medical prognostication may have justified 
the denial of permanent disability benefits at the outset and, 
it is true, there was a recovery at the time of trial but the 
opinions of the trial court and of the Appellate Division in 
favor of the insured, which were overruled by the Court 
of Appeals, are very convincing. It would seem that the 
better rule is that laid down in the cases cited by Mr. Boland 
which hold that an assured shall be entitled to permanent 
disability benefits for the period of a disability which con- 
tinues for a specified or reasonably long time regardless of 
whether or not there be subsequent recovery. 

Many policies now remove doubt and ambiguity by con- 
taining clauses substantially as follows: 


“Total disability shall, during its continuance, be pre- 
sumed to be permanent; (a) If such disability is the re- 
sult of conditions which render it reasonably certain 
that such disability has existed continuously for... days.” 
Whether or not a presumption of permanency is raised by 

the duration of the disability depends entirely upon the lang- 
uage of the policy. In the Mackenzie case, cited by Mr. Bo- 
land, the policy provided that “* * * such total disability 
shall be presumed to be permanent when it is present and 
has existed continuously for not less than three months” 
(italics ours). Although the disability in that case had ex- 
isted for six months, the claim was not presented to the com- 
pany until after there had been recovery from the total dis- 
ability. The court said, “The mere fact that the plaintiff 
was disabled for a period of three months will not entitle him 
to compensation if the total disability was not present at the 
time of the notification,’ and refused to apply the presump- 
tion. 


We appreciate the courtesy of Mr. Boland in submitting 
this discussion for the benefit of our readers and know that 
it will prove helpful to all interested in this troublesome 
subject. 
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PHILIPPINE LIFE INSURANCE 


Statement of Business Transacted by Life Insur ance Companies in the Philippine Islands During 
the Year Ended December 31, 1930. 


Company and location of 
home office 


Asia Life Insurance Company, Inc., Wilmington, Del 
China Underwriters, Limited, Victoria, Hongkong 


“Filipinas” Compafiia de Soguros Manila, Philippine Islands.... 
Insular Life Assurance Company, Ltd. Manila, Philippine Islands 
Manufacturers Life Insurance Company, Toronto, Canada..... 
Oriental Life Assurance Society, Manila, Philippine Islands... 
Sun Life Assurance Company of Canada, Montreal, Canada.... 


West Coast Life Insurance Company, San Francisco, Cal 


TOTAL 


Insurance written during 
the year 

Number of Number of 
policies Amount policies 
417 P$1,314,500.00 1,197 
Nil Nil 44 
1,660 3,244,330.00 3,454 
3,157 8,153,377.00 11,072 
2,080,274.00 750 

Nil Nil 

10,408,460.00 8,462 
10,993,872.00 11,779 


Insurance in force, De- 


cember 31, 1930 


Amount 
P$5,180,500.00 
86,500.00 
8,376,224.00 
28,694,758.00 
5,745,888.00 
Nil 


45,110,446.00 
38,857.170.00 








P$36,194,813.00 36,758 P$132,051,486.00 





31% REDUCTION IN LIVING COSTS 


Figures of the U. S. Department of Labor showing a 
decline in the cost of living of more than one per cent a 
month for the year to date, illustrate that average living 
costs are ten per cent below the level of a year ago and 


thirty-um2 per cent under that of 1920 when prices reached | 


their highest peak. } ; nt os 
Ten per cent of living costs will buy plenty of life in- 


surance for the many, many men in the middle financial | 


strata whose incomes have remained unchanged during the 


last year. Probably they will tell you they have no more | 
money available—but you can have ample proof stories | 
from the press to show them that living costs are lower. | 

Then use a fractional premium if necessary to close | 


now, and sell each such individual the bill to fight his 
budget to maintain it. This is wise economy because he is 
putting his money to work for him. 

(August “Stethoscope”) 
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Connecticut General Life Insurance Co., Hartford, Conn. 
Detroit Life Insurance Company, Detroit, Mich. 
Equitable Life Assurance Society, New York, N. Y. ..... 
Great American Life Underwriters, Inc., San Antonio, Tex. 
Great-West Life Assurance Company, Winnipeg, Can. ..... 
Guardian Life Insurance Company, New York, N. Y 
Gulf States Life Insurance Company, Dallas, Tex. ........ 
Home Life Insurance Company, New York, N. Y. ......... 
Home Union Life Company, Springfield, Ill. .............. 
Judea Life Insurance Company, New York, N. Y. 
Knights Templars & Masonic Mut. Aid Assn., Cincinnati, O. 
Liberty National Life Insurance Company, Birmingham, Ala. 
Lincoln National Life Insurance Co., Fort Wayne, Ind. ... 
Lloyds Life Insurance Company, Kansas City, Mo. ...... 
Massachusetts Mutual Life Ins. Co., Springfield, Mass. ... 
Metropolitan Life Insurance Co., New York, N. Y 
Mississippi Valley Life Insurance Co., St. Louis, Mo. ..... 
Monarch Life Insurance Company, Springfield, Mass. ..... 
Mutual Life Insurance Company, New York, N. Y. ..... 
National Benefit Life Insurance Co., Washington, D. C.... 
National Standard Life Insurance Co., Houston, Tex. ... 
New York Life Insurance Company, New York, N. Y.... 
Northern Life Insurance Company, Seattle, Wash. ......... 
Northwestern National Life Ins. Co., Minneapolis, Minn.. . 
Occidental Life Insurance Co., Los Angeles, Cal. ......... 
Old Colony Life Insurance Company, Chicago, Ill. ....... 
Old Line Insurance Company, Lincoln, Neb. 
Oregon Mutual Life Insurance Company, Portland, Ore... 
Pacific Mutual Life Insurance Company, Los Angeles, Cal. . . 
Pacific States Life Insurance Company, Hollywood, Cal. .... 
Physicians Mutual Life Club of Home Protective Assn., 
on thintsa creeped seen ob ytasebereeer erie aees 
Provident Life & Accident Ins. Co., Chattanooga, Tenn..... 
Provident Mutual Life Insurance Co., Philadelphia, Pa. ... 
Reliance Mutual Life Insurance Company, Chicago, IIl..... 
Security Life Insurance Co., of America, Chicago, Ill. ...... 
Sheridan Life Insurance Company, Chicago, Ill. ......... 
Sun Life Assurance Company, Montreal, Can. ............ 
Trinity Bond Investment Corporation, Fort Worth, Tex. ... 
Union Central Life Insurance Company, Cincinnati, Ohio .. 
Union Mutual Life Insurance Company, Portland, Me. .... 
United Fidelity Life Insurance Co., Dallas, Tex 
United Pacific Life Insurance Co., Seattle, Wash. ......... 
Western Mutual Life Insurance Company, Fargo, N. D 
Western Union Life Insurance Company, Lincoln, Neb. ... 
Wisconsin Life Insurance Company, Madison, Wis. ....... 
Young Men’s Mutual Life Assn., Cincinnati, Ohio 
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REPORTS UPON COMPANIES AND ASSOCIATIONS 





7ETNA LIFE INSURANCE COMPANY, 
HARTFORD, CONN. 


Gets Group Contract 


The tna Life has recently been awarded the contract for an- 
other policy of Group Life Insurance. This contract which was 
placed through the brokerage firm of Dunn & Fowler, Inc., covers 
approximately 1,500 employees of the Aviation Corporation and 
its subsidiary companies for a total amount of insurance in ex- 
cess of $3,600,000. The insurance, which is on a contributory 


basis is available to all employees in amounts ranging from $2,000 | 


to $10,000. In addition to life insurance the policy provides for 
total and permanent disability benefits. The Aviation Corporation 
has also purchased a special accident policy covering pilots and 
co-pilots, 


AMERICAN INSURANCE UNION, 
COLUMBUS, OHIO 

Reinsurance Contract and Financial Figures 
The reinsurance contract entered into by and between the 
American Insurance Union, Ine., the legal reserve company and 
the American Insurance Union Fraternal, is quoted in full here- 
after. We are also publishing the June 30th, 1931 asset and 
liability accounts of the society. 


Agreement By and Between American Insurance Union and 
American Insurance Union, Inc., both of Columbus, Ohio 


NOW, THEREFORE, it is mutually agreed by and between 
the parties hereto, each with the other, as follows: 

SECTION 1. Subject to the conditions, restrictions and limita- 
tions hereinafter set forth, the Society hereby transfers all of its 
policy contracts to the Company, such transfer to take effect when 
this contract shall become effective, and the Society agrees there- 
upon to transfer and deliver to the Company, all of its applica- 
tions for insurance on file in the office of the Society, together 
with reports of medical examinations, certificates of reinstatement, 
inspection reports and all other data and records thereof having 
to do with its life insurance business, including policy cards 
and claim files, not, however, including any of the record books 
of the official actions of the Society, its National Congress, Di- 
rectors, Regents and Committees, it being understood and agreed, 
however, that the Company shall have full and free access, for 
the purpose of reference only, to such records at all reasonable 
times, 

SECTION 2. It is understood and agreed that, immediately 
upon this contract becoming effective, the Society shall, by proper 
deeds of assignment and transfer convey, deliver and set over 
to the Company all its assets, moneys, notes, bonds, mortgages, 
securities, judgments, choses in action, real property, and prop- 
erty of every kind and character, wheresoever situated, belonging 
to the Society. Such deeds of assignment and/or transfer shall 
be in trust in such form and substance as to designate clearly the 
extent and limitation of ownership of such property by the Com- 
pany as hereinafter set forth. A schedule of all such properties 
is attached hereto marked Exhibit “A”, and made a part of this 
agreement. 

SECTION 3. The Company hereby agrees to accept the trans- 
fer to it and to reinsure each certificate or policy so transferred 
held by a living member of the Society, regardless of age or sex, 
who is in good standing in the Society when this contract becomes 
effective, including every member whose certificate or policy has 
lapsed and who shall be reinstated in accordance with the terms 
and conditions of such certificate or policy; provided, however, 
that such acceptance and reinsurance by the Company shall not 
be effective until such member voluntarily transfers or exchanges 
his certificate or policy heretofore issued and/or assumed by the 
Society and has received during his lifetime in lieu thereof a 
policy issued by the Company. 

SECTION 4. All members of the Society who do not transfer 
and/or exchange their certificates or policies of insurance for 
polies of insurance issued by the Company shall be maintained in 
a separate group hereinafter designated as the “fraternal group” 
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and shall thereafter pay to the Company such premiums and/or 
assessments as they would have been required to pay to the- 
Society under the terms and provisions of their respective certifi- 
eates or policies. Such premiums or assessments, so paid by the- 
members of the fraternal group, shall be used solely for the pur- 
pose of paying claims and liabilities now existing against the 
Society or hereafter arising on account of policies or certificates of 
the members of said group, except that the Company may, as 
hereinafter provided, deduct therefrom the amount necessary to- 
defray the expenses of administering the affairs of the fraternal 
group. 

The members of the Society remaining in the fraternal group 
shall contribute to the expenses of the Company, in excess of 
that portion of the amount necessary to operate, manage and main- 
tain the properties of the Society transferred in trust to the 
Company represented by the interest of the fraternal group in the 
properties so transferred, an amount sufficient to defray the ex- 
pense of conducting the business of the fraternal group. 

As a further consideration for this contract the Company agrees 
to pay into the funds of the Society held in trust, for the specific 
purpose of paying death claims of the Society existing at the time 
this contract becomes effective, its net earnings as fixed by the 
Board of Directors of the Company, until such time as said 
existing death claims are entirely liquidated. 

SECTION 5. All assets of every kind and character, more- 
particularly described in Section 2 hereof, assigned or transferred 
by the Society to the Company, as provided in Section 2, shall be 
held in trust, and the principal value thereof, together with the 
accretions thereto, less deductions therefrom, shall be adminis- 
tered by the Company for the sole benefit of those members of 
the Society remaining jn the fraternal group, and no disburse- 
ments shall be made therefrom, directly or indirectly, except for 
the purpose of paying claims or liabilities, including interest 
thereon, existing on this date against the Society, as_ set 
forth in Schedule “B” attached to and made a part of this agree- 
ment, or hereafter proved to be valid claims now existing against 
the Society, or arising hereafter on account of the certificates or 
policies of the members of the fraternal group, and for the pay- 
ment of expenses as provided herein, except that no item of ex- 
pense shall be charged against the fraternal group on account of 
any assets after same be conveyed to the Company. 

The Company shall at all times maintain separate records and 
books of account showing in full detail the administration of said 
assets, including all items of income and disbursement credited 
to or deducted therefrom, and shall annually account, by detailed 
report, to the Superintendent of Insurance of the State of Ohio, 
and to the Insurance Departments of all other States in which the- 
Company may be doing business, for said income and disburse- 
ments during the preceding calendar year. 

Said cash assets and/or their accretions shall be invested from 
time to time in accordance with the provisions of the statutes of” 
Ohio relative to the investments which may be made by legal re- 
serve life insurancé companies incorporated under the laws of” 
Ohio; provided, however, that none of the assets of the Society- 

Continued on next page 
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AMERICAN INSURANCE UNION—Continued | 
shall be sold or incumbered by the Company nor investments | 
made by the Company out of said funds if such proposed sale | 
and/or investment, after having been previously submitted to | 
the Superintendent of Insurance of Ohio in writing, shall be dis 
approved by him. Such assets or any of them, with the approval | 
of the Superintendent of Insurance of Ohio, may be sold or 
hypothecated by the Company for the purpose of carrying out 
the provisions of this agreement, The Society specifically hereby 
agrees to execute any and all instruments of sale or hypotheca- 
tion as may be necessary or requisite for the purpose above stated, | 
and for the purpose of conveying or transferring legally admitted 
assets in such amount as may be necessary to cover the reserves 
previously accumulated on certificates of the Society transferred | 
to the Company. | 

The respective Boards of Directors of the parties hereto are 
hereby authorized and empowered to execute and deliver all | 
proper and necessary instruments of conveyance and/or incum- 
brance of the real estate held in trust under this agreement, not- 
withstanding such trust, with the approval of the Superintendent 
of Insurance of the State of Ohio. 

SECTION 6. The accretions to said fund shall consist of: 

(a) All assessments and premiums paid by members of the | 
fraternal group. 

(b) All net interest accumulations, rentals, or other profits re- 
ceived from or on account of the assets constituting such funds, 
or from or on account of the sale of any such assets. 

(c) Such contributions as may be made from time to time by 
the Company, as hereinafter set forth, for the purpose of paying 
claims existing on the date this contract becomes effective, or 
hereafter arising out of certificates or policies of the Society. 

Deductions from said funds shall consist of: 

(d) All payments made to beneficiaries on account of policy ! 
claims existing at the time this agreement becomes effective, as | 
well as all payments made to members of the Society remaining 
in the fraternal group, or to their beneficiaries, on account of 
claims hereafter arising on their policies. | 

(e) Payments made on account of all other liabilities and claims 
existing against the Society at the effective date of this agreement. | 

(f) All necessary expenses incurred in operating, managing and 
maintaining the assets and property of the Society transferred in 
trust to the Company as provided in Section 2 hereof, and for the 
administration of the affairs of the fraternal group. 

(zg) All conveyances or transfers to the Company for the pur 
pose of covering the reserves previously accumulated and al 
lowed as credits on certificates of the Society transferred to the 
Company. 

SECTION 7. The Company shall set aside and maintain such 
amounts as may be necessary to maintain the legal reserve re- 
quired under all policies or certificates transferred to it; and the 
assets held in trust for the benefit of the fraternal group shall, 
subject to the payment of all proper claims against said group, 
be utilized for the purpose of establishing the full legal reserve on 
all certificates remaining in the fraternal group. No dividends 
shall ever be paid by the Company to its stockholders or policy- 
holders out of the funds or assets of the Society or the accretions 
thereto assigned and/or conveyed in trust to the Company as 
hereinafter provided. 

SECTION 8 Each member of the Society shall have the right 
to transfer or exchange his certificate or policy to any form of 
policy issued by the Company upon proper adjustment of pre- 
miums and reserves. No further medical examination shall be re- 
quired except in cases where the rate of premium is lowered or 
the amount of insurance at risk is increased, in which event such | 
transfer or exchange shall be subject to a showing of insurability 
satisfactory to the Company. 


SECTION 9. It is understood and agreed that upon this con- | 
tract becoming effective as hereinafter provided, the Company shall 
and does hereby assume and agree to pay or cause to be paid, 
settled, discharged or released out of the funds and accretions 
thereto transferred by the Society to the Company as hereinbefore 
provided, all of the valid and unpaid claims against the Society 
by reason of the death or disability of members of the Society 
occurring prior to the effective date of this contract, as well as | 
all other valid claims against the Society; provided, however, that 
all of said claims, including death and disability claims, are and | 
shall be subject to all of the valid defenses existing thereto, and | 
the Company shall have full power and authority to compromise, | 
adjust and settle such claims or liabilities upon such terms as | 
it may determine; and provided further that the amount of the | 
above named funds and accretions thereto are sufficient to carry | 
out the provisions of this Section. | 
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Tinker to Evers to Chance 


That’s the famous double play combination of the 
old Chicago Cubs. When those names appeared in 
that sequence, fans knew that the Cubs were win- 
ning another ball game. And they also knew that 
luck alone wasn’t responsible, for the trio repeated 
its feat with disconcerting frequency. 


Every Union Central representative has a double 
play combination that is sure-fire. When the pros- 
pect bats out an objection the field is well covered 
Of course, there is a full team ready to receive the 
ball, but three infielders in particular are chalking 
up putout after putout. They are Family Income, 
Retirement Annuity and Personal Life Income. 
Whether the prospect expresses a preference for 
pure protection, pure investment or a combination, 
one of these leading contracts supplies the answer. 


And how the scores mount! Last year, for instance, 
the average policy paid for in The Union Central 
as usual was at a high mark—$4,784— but the three 
stars are ‘way above that. Family Income is pur- 
chased in un:ts averaging $8,206; Retirement An- 
nuity averages $6,092, and Personal Life Income 
stands at $6,749. That leaves us with but one con- 
clusion: These contracts introduce greater efficiency 
into life underwriting, and that in turn indicates a 
larger regular income for the agent. 


The Union Central Life 
Insurance Company 
of Cincinnati 


Over One and One-Half Billions in Force 
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SECTION 10. It is distinctly understood and agreed that the 
obligations and liabilities of the Company to the members of the 
Society and to all persons holding claims or accounts of every 
kind and character against the Society shall be limited to the obli- 
gations and liabilities specifically assumed hereunder and shall be 
payable only out of the funds of the Society transferred in trust 
to the Company. 

SECTION 11. The Company shall be directly liable hereunder 
for claims on account of death or disability occurring subsequent 
to the time this contract becomes effective only upon those policies 
issued by it to such former members of the Society who have fully 
complied with all of the terms and conditions of this agreement 
relative to exchange or transfer of their respective certificates or 
policies, and, in no event, shall the Company otherwise be or be- 
come liable hereunder to the individual members of the Society 
for any share or portion of the assets of the Society or for any 
unearned premiums, reserve or other fund of the Society except as 
provided herein. 

SECTION 12. Whenever the total liabilities of the fraternal 
group, as fixed by the Superintendent of Insurance of the State 
of Ohio, shall equal or be less than the value of the remaining 
held in trust for the fraternal group, as fixed by the 
Superintendent of Insurance of the State of Ohio, the Company 
may, at its option, assume all such liabilities and take over all 
such assets, providing such assumption of liabilities and taking 
over of assets be approved in writing by the then Superintendent 
of Insurance of Ohio, and providing further that any excess of 
assets over liabilities so valued shall be distributed as provided 
in the following paragraph. 


assets 


In the event the Company does not exercise such option or it 
be not approved by the then Superintendent of Insurance of the 
State of Ohio within fifteen years from the effective date of this 
agreement, the fraternal group will then be continued as such and 
its assets administered as provided herein for a period of 20 years 
from the effective date of this agreement, at the expiration of 
which period all remaining assets in excess of liabilities, if any, 
shall then be apportioned equitably to the remaining members of 
the fraternal group and to those policyholders of the Company 
who were members of the Society upon the effective date of this 
contract, and such apportionment shall be used for the purpose of. 
purchasing paid-up insurance on the lives of such members or 
policyholders, or to a reduction of premiums, as determined by the 
individual member or policyholder; and in the event that the 
legally admitted assets held in trust for the benefit of the fraternal 
group should become less than the total amount of claims and 
full reserve liabilities then existing against said group at the end 
of the aforesaid period of twenty years from the date of this agree- 
ment, the trust herein provided for shall thereupon terminate and 
the remaining certificate holders shall be automatically reinsured 
in the Company for the amount of insurance purchasable by their 
proper and proportionate share of the said admitted assets, after 
the liquidation of all other valid outstanding claims and liabilities 
against the said fraternal group. 

SECTION 15. This agreement shall become effective as of June 
30, 1931, subject to compliance with the requirements of the 
statutes of the State of Ohio and approved by the Superintendent 
of Insurance of Ohio. 


Financial Statement, June 30, 1931 


Real Estate Owned—A. I. U. Citadel, Columbus, O. 
Real Estate Owned—41 North Wall Street, Columbus, 


$6,057,657.19 


141,190.00 
Real Estate Owned—228 West Broad Street, Colum- 
bus, Ohio 
Publie Utility Bonds 
Railroad Bonds 
Miscellaneous Bonds 
First Mortgage Loans 
Stocks 
Cash in Office and Banks 
Certificates of Deposit 
Certificate Lions 


131,000.00 
1,000.00 
24,155.83 
550,000.00 
305,000.00 
252,952.12 
62,274.72 
1,718.66 
190,126.80 


$7,717,085.32 
103,840.53 
7,115.83 
48,248.14 


Total Ledg r Assets as of June 30, 1931 
Accrued Interest 
Accrued Rents 


Advance Payrients—Interest 





Postage on Hand 
Representatives’ Debit Balances 
Accounts Receivable 

Equipment Inventories 


240.72 
14,429.57 
28,454.61 
99,670.09 


Gross Assets $8,022,312.61 


Deduct Assets Not Admitted 


Book Value of real estate over reported value after 
the form reported to the Insurance Departments 
for several years and deducting from the appraised 
value of the land and the cost value of the A. I. U. 
Citadel, the sum of 

Book Value bonds in the Capitol Outlook Building 
Company, deducted on account of being a second 
lien 

Stock in the Capitol Outlook Building Company, 
deducted not being an admitted asset 

Accrued interest on the Capitol Outlook Building 
Company Bonds 

Certificate liens of the Loyal Mystic Legion of Amer- 
ica and Texas Commercial Union, carried in the 
Ledger Assets, but deducted as a non-admitted item 

Representatives’ Debit Balances deducted as non-ad- 
mitted in accordance with the provisions of the In- 
surance Department report form 

Equipment inventories carried in the ledger assets 
above, but deducted as non-admitted in accordance 
with the provisions of the Insurance Department 
report form 

Miscellaneous accounts 
ledger assets above which are not secured and, 
therefore, deductable in accordance with the In- 
surance Department report form 


$1,500,000.00 


550,000.00 


14,429.57 


99,670.09 


receivable carried in the 


13,749.30 


Total Admitted Assets June 30, 1931 $5,326,829.21 


Claims Unpaid—June 30, 1931 


Total claims outstanding, of which $441,044.25 are 
due; $354,251.98 adjusted but not due; and $277,- 
528.63 awaiting proofs 

Accounts Accrued But Not Due 

Reserve for Taxes 

Borrowed Money 

Reserve for Power Plant Improvements 

Interest Accrued But Not Due 

Advance Premiums 

Advance Rents 

Reserve for Policy Claim Expenses 


$1,072,824.86 
42,213.93 
36,260.12 
466,000.00 
19,383.40 
7,818.68 
24,444.13 
3,538.34 
3,450.00 


Total Liabilities $1,675,933.46 


Official Appointments 


Dr. George W. Hoglan in addition to his duties as National 
Medical Director, has been appointed National President to fill 
the vacancy caused by Mr. Lentz’s death. 

Mr. I. B. Lentz, nephew of the late John Lentz is the new presi- 
dent of the A. I. U. Ine., and Mr. James A. Maddox, the present 
vice president and field director of the American Insurance Union 
has been made executive vice president in both the fraternal and 
old line companies. 


AMERICAN LIFE INSURANCE COMPANY, 
DETROIT, MICHIGAN 


New Annuity Forms 


The American Life has just issued two new contract forms on 
an annuity basis, these being Deferred Annuities—annual pre- 
miums, and Cash Refund Annuities—annual premiums. 

The former provides definite life income beginning at ages 55, 
60, or 65 as desired. Should the annuitant die during the pre- 
mium paying period, no death benefit is paid to his estate. Also, 
should the annuitant die while reciving payments, no further 
payments wil be made. There are no cash values, consequently the 
premiums are considerably less than for the cash refund an- 

Continued on page 337 
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“EXCELLENT” 


IS AGAIN 
BEST’S RATING 


of the 


PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 
of CHATTANOOGA, TENNESSEE 


Ai 
Sy 


LIFE, ACCIDENT, HEALTH, 
GROUP INSURANCE 


Established 1887 




















Insurance in Force 
$375,243,870.00 


Admitted Assets 
$69,614,164.99 


Total Payments Under 
Policy Contracts 
$64,693,228.23 


Stonags Suttiee 
1871-1931 THE 
LIFE INSURANCE COMPANY 


of VIRGINIA 
RICHMOND 
Braprorp H. Wacker, President 





























Rockford Life Has a 
Message for You 


IT CONCERNS 
GENERAL AGENCIES 


President F. L. Brown 
Rockford Life Insurance Co., Rockford, IIl. 
Dear Sir:— 


SEND ME THE MESSAGE 


Name 





Address 





City 





State. 




















7 Successful 
Salesmen 


Among the new men whose names ap- 
peared on our 1929 producers’ list were 
seven who utilized every sales help offered 
to Security Mutual Representatives. 


These seven—all appointed during the past 
year—produced nearly $70,000 first year cash 
premiums. Their average length of first year 
service was only eight months. 


There are specific reasons for these as- 
tonishing facts. Security’s genuine interest 
in its representatives and the forceful sales 
helps at their disposal are but two of the 
reasons. 


There are several splendid openings in our 
agency force for men who desire to make 
such a record for themselves. If you are 
one of them, write J. F. S., Agency Dept. 





‘SECURITY MUTUAL LIFE }) 
, Mrance “Company: : 


Bin. stone Wey Yor&m « } 
THAN ONE HUNDRED MILLIONS IN FORCE 
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AMERICAN LIFE INSURANCE COMPANY—Continued 
nuities, which provide for a definite life income beginning at the 
same ages as above. Under these latter forms should the an- 
nuitant die during the premium paying period, the actual pre- 
mium paid to the Company will be returned to his estate. Also, 
should the annuitant die while receiving payments under the 
contract, the actual premiums paid to the Company, less the 
annuity payments received will be returned to the estate. 

Cash values are available after the payment of the third pre- 
mium, and after payment of the tenth premium, the cash values 
will equal the death benefits, 


Premiums Providing $10 Monthly Income 
Deferred Life Annuity 


Men oa - - 
Age at Issue 

45 5S 25 35 45 
$44.63 $115.57 $28.17 $53.22 $133.59 
25.73 56.33 17.92 31.89 67.48 
14.35 28.76 10.99 18.74 36.16 


—_- —— Women——— 
Income at 

Age 25 35 
55 $22.92 
60 13.99 
Oo 8.12 


$77.91 $93.89 


Deferred Cash Refund Annuity 


Income at 
Age 
$28.81 
18.30 
11.05 


$56.08 $144.71 
33.89 74.38 
19.91 40.46 $109.59 


$32.81 
21.48 
13.55 


$62.40 $157.66 
38.73 82.80 see 
23.68 46.49 $121.99 


BANKERS HEALTH & LIFE INSURANCE COMPANY, 
MACON, GA. 


Report of Examination 


This company was examined by the Georgia Department as of 
June 30, 19381. Extracts from the company’s statement as of that 
date are as follows: 

Admitted Assets 

Capital (reduced from $200,200 January 1931) 
Surplus, excluding capital 

Net Reserve (industrial and ordinary business) 
1931 Income to June 30, 1931 

Disbursements to June 30, 1931 

Insurance Written January 1 to June 30 
Insurance in Force January 1 to June 30 
Mortality Ratio to June 30 

Interest Earned January 1 to June 30 


$711,781.11 
100,200.00 
46,539.40 
526,177.51 
635,712.11 
637,811.93 
Not reported 


BANKERS NATIONAL LIFE INSURANCE COMPANY, 
JERSEY CITY, NEW JERSEY 
General Agency Appointment 


The Bankers National announces the appointment of Mr. Leo K. 
Volk as General Agent in the territory of Detroit, Michigan 
and vicinity. Mr. Volk’s experience in the life insurance business 
dates back for a number of years. For the past two years he 
has been active in the northern New Jersey Agency of James A. 
McKay, where he built up a splendid record of production. Mr. 
Volk’s headquarters will be at 510 Farwell Building, Detroit, 
Michigan. 


CALIFORNIA-WESTERN STATES LIFE INSURANCE 
COMPANY, 
SACRAMENTO, CALIF. 


Financial Statement 


The consolidated statement of California-Western States Life 
Insurance Company, as of July 31, 1931, giving effect to financial 
adjustments incident to the consolidation of the two companies, 
is as follows: 


Assets 
Mortgage loans ..........- CF EbSOUE SES SUES ROSE SRS SESE 
Bonds 
PN, BE... 5.0100:9'5:00.064-0.00 s 9 0:c.6019si0.9:00 Gdbdur eae ceee 
Home office buildings 
Real estate sold on contract 
-All other real estate 


$16,162,013.79 
8,517,805.36 
10,642,941.78 
3,216,130.47 
227,411.15 
1,696,281.72 





Collateral 10GB .eccccdccdieveccces Periwisewcstaneees 

Stocks 

a Joirmeceeee ap lewioeienlionsss ieemcdans cenaeal 

Entercst Qn FERtS QOCEUO «6 i.ccsccccccvvccceccvcceces 

Net uncollected and deferred premiums, secured by 
policy reserves 

All other assets 


442,051.36 
370,112.50 
137,278.67 
453,290.29 


1,701,574.41 
49,709.92 


Total 


$43,616,601.42 


Policy reserves 

Claims awaiting proofs 
Premiums paid in advance 
Reserve for taxes 

Bills accrued 

All other reserves 
Contingency funds 
Capital 

Surplus 


$39,181,105.32 
107,935.04 
57,773.33 
191,936.76 
9,472.00 
640,922.94 


Total surplus to policyholders 3,427,456.03 


Total $43,616,601.42 


Insurance in force 
Admitted assets 


pettecarea este ee cececeeceeees-OVeEr $265,000,000 


43,000,000 


Officers 

J. Roy Kruse, President; C. E. McLaughlin, Vice President 
and General Counsel; Harold H. Buckman, Vice President and 
Actuary; H. C. Bottorff, Vice President and Treasurer; John V. 
Hawley, Vice President; Dr. H. W. Gibbons, Medical Director; 
James L. Collins, Supt. of Agencies; Arthur Luddy, Secretary; 
Frederick Faulkner, Supt. of Field Service; J. W. Pearson, 
Assistant Supt. of Agencies; J. Vivian Hart, Agency Supervisor; 
Thomas A. East, Agency Supervisor; Lee Cranmer, Supt. of 
Group Insurance; R. N. Griswold, Marcus, Gunn, Associate Actu- 
aries; H. H. Bryson, Carl O. Brown, Assistant Secretaries; Benton 
Maret, Supt. of Conservation; Paul Taylor, Supt. of Renewals. 


Directors 

A. P. Bigelow, H. C. Bottorff, Wallace Bransford, C. S. Brooks, 
Harold H. Buckman, J. O. Carter, Peter Cook, E. F. Dalton, 
A. W. Graves, Joshua Greenwood, F. M. Grimshaw, John V. 
Hawley, Kred W. Kiesel, Arthur D. King, J. Roy Kruse, James 
K. Lochead, Richard R. Lyman, L. L. McCoy, C. E. McLaughlin, 
G. C. Meckfessel, G. H. Menke, W. W. Ray, R. F. Schmeiser, 
F. W. Stall. Nion R. Tucker. 

Ilome office, Sacramento. 


CANADA LIFE ASSURANCE COMPANY, 
TORONTO, CANADA 


Issies Family Income Policy 


The Canada Life recently adopted the Family Income Plan and 
now issues these contracts on the fifteen and twenty year 
plans. The company guarantees an income of $10.00 a month 
for each $1,000 of insurance for the balance of the first fifteen 
or twenty years, as the case may be, and the payment of the full 
sum assured at the end of the family income period, in event of 
death of the insured during the family income period. Commencing 
on the first policy anniversary after the insured’s death, and 
continuing to the end of the family income period the com- 
pany will pay annually such excess interest dividends as may be 
allotted. This practice applies to both the sum assured and to 
the commuted value of the monthly income payments. Since the 
company guarantees interest at the rate of 344% per annum on 
policy proceeds which are left on deposit, the sum assured would 
yield a guaranteed income of $35.00 per month for each $1,000 of 
insurance and the payment of the full sum assured at the end of 
the income period. The extra premiums for this provision, which 
are outlined below, cease five years prior to the end of the 
family income period. Thus the extra premiums for the fifteen 
year plan are payable for ten years only, and the extra premiums 
for the twenty year plan for fifteen years only. These extra 
premiums are not participating and do not increase the non-for- 
feiture values of the policy. 

Continued on next page 
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CANADA LIFE ASSURANCE CO.—Continued 

The family income provision may be included in any policy, 
except term issued by the company, on which the sum aysured 
is payable in one sum on the death of the insured provided that 
the premium paying period of the policy is at least as long as 
the family income period. The fifteen year plan will not be issued 
at ages over 55 nor the twenty year plan at ages over 50. The 
minimum policy to which the plan may be attached is $2,500. 
The extra premiums called for under this policy are outlined 
herewith. 


Family Income Plan 


— -—15 Year Plan—————— a= 
Without With 
Disability Disability 


——20 Year Plan— 
Without With 
Disability Disability 






Age Prem. Age Prem. Age Prem. Age Prem. 
20 $3.92 20 $4.02 20 $4.57 20 $4.67 
25 4.16 25 4.26 25 4.92 25 5.02 
30 4.50 30 4.60 30 5.51 30 5.61 
35 5.36 35 5.46 35 6.84 35 6.94 
40 7.11 40 7.21 40 9.31 40 9.45 
45 10.12 45 10.27 45 13.45 45 13.73 
50 14.96 50 15.26 50 19.93 50 

55 22.38 55 23.11 55 viii 55 


CENTURY LIFE INSURANCE COMPANY, 
HOT SPRINGS, ARK. 


Changes Title and Capital 


This company has recently changed its name to the Woodmen 
Union Life Insurance Company and also reduced the capital from 
20,000 shares to 10,700 shares paid in. 

CITIZENS BENEVOLENT ASSOCIATION, 
DALLAS, TEXAS 


Receiver Appointed 


A petition filed by the Assistant Attorney General of the state 
of Texas for recivership of this company was granted by Judge 
J. D. Moore, who issued a temporary writ of injunction restraining 
the Association and its officers, particularly J. V. Hardy, M. H. 
Hall, H. C. Casey, L. M. Casey and R. E. Durham from transact- 
ing the business of a life insurance company. At the same time 
Judge Moore avpointed O. Currin as receiver to take over the 
affairs of the company. The Attorney General maintained that 
the Association’s charter expired as of July 15, 1931 and that the 
Association therefore had no right to operate as a corporation. 
The petition also charged further violations of the law before 
the expiration of the charater. 

CONNECTICUT GENERAL LIFE INSURANCE CO., 

HARTFORD, CONN. 


New Retirement Annuity 


A description of the company’s new retirement annuity follows: 

The Retirement Annuity is a definite savings plan for assuring old 
age independence. The contract is written to provide automatically 
a retirement income at age 65 for men—age 60 for women—but the 
annuitant, at any time before receiving the first income payment, 
may elect any other age between 50 and 70 for retirement. Automatic 
retirement at 65—or 60— is by means of a regular life annuity under 
which all benefits terminate immediately on death occurring after 
the income commences. Before receiving the first income payment, 
however, the annuitant may elect a refund annuity instead of a regu- 
lar life annuity. This refund annuity provides an income for life 
and in addition, in event of early death after income payments com- 
mence, continues the income to the beneficiary until the total income 
paid to the annuitant and beneficiary amounts to the cash value 
available to the annuitant at the retirement age. If a different re- 
tirement age from 65—or 60— is selected, the annuitant may also 
choose between the regular life annuity and the refund annuity. The 
income provided is payable monthly, the due date of the first payment 
being the contract anniversary nearest the retirement age selected. 


Premium 
The contract is based upon a unit annual premium of $100 regard- 
less of sex or age. The premium is payable each year until the re- 








requiring an annual premium of $25. Premiums may be paid semi- 
| annually, quarterly, or monthly, provided each installment payment 


| tirement age. The mimimum policy which will be issued is one 
| is at least $12.50. 


Income Obtainable f . 
The amount of monthly income an annual premium of $100 will 
purchase is shown in the following tables. 


Table I—Men 
Guaranteed Monthly Retirement Income—Anniual Premium $100 
Regular Annuity Refund Annuity 





Age at Retirement 

Issue Non-Par. Par. at Age Non-Par. Par. 
20 $31.82 $27.49 50 $29.50 $25.48 
30 16.90 15.06 50 15.66 13.96 
40 6.61 5.98 50 6.03 Bay | 
20 $46.91 55 $42.43 $36.05 
30 26.53 55 23.99 21.06 
40 12.67 55 11.41 10.28 
20 $69.42 $57.89 60 $60.71 $50.69 
30 40.97 35.34 60 35.83 30.95 
40 21.73 19.36 60 19.02 16.95 


8.50 7.32 6.73 





20 $103.16 $83.82 65 $87.01 $71.37 
30 62.65 52.83 65 52.95 44.08 
40 35.29 30.86 65 29.94 26.28 
50 16.79 15.07 65 14.23 12.83 


Table 11l—Women 


Guaranteed Monthly Retirement Income—Annual Premium $100 
Regular Annuity Refund Annuity 


Age at Retirement 

Issue Non-Par. Par. at Age Non-Par. Par. 
20 $29.34 $25.34 50 $27.66 $23.80 
30 15.58 13.88 50 14.68 13.09 
40 6.10 5.51 50 5.65 5.20 
20 $42.72 $36.29 55 $39.38 $33.45 
30 24.15 21.20 55 22.27 19.54 
40 11.52 10.35 55 10.58 9.54 
20 $62.17 $51.91 60 $55.76 $46.55 
30 36.70 31.70 60 32.91 28.42 
40 19.48 17.36 60 17.47 15.57 
50 7.62 6.89 60 6.73 6.18 
20 $91.10 $74.72 65 $79.07 $64.86 
30 55.44 47.10 65 48.12 40.88 
40 31.35 27.51 65 27.21 23.88 
50 14.97 13.44 65 12.93 11.66 


Nonforfeiture Values and Death Benefits 

In event of death before the first annuity payment is made, the 
contract provides a cash Death Benefit for the beneficiary, which 
increases with the contract duration. 

If premium payments are discontinued before the retirement age, 
the annuitant may surrender the contract for cash or may accept a 
paid-up Annuity for a reduced amount. The contract contains a 
loan provision whereby the annuitant may borrow up to the cash 
value of the contract. 


Table Ill 
Cash Values and Death Benefits per Each $100 of Annual 
Premium for all Ages at Issue 
Cash Values Death Benefits 


End of 
Year Non-Par. Par. Non-Par. Par. 
1 $42 $39 $97 $91 
5 464 436 523 486 
10 1,106 1,017 1,159 1,062 
15 1,911 1,723 1,932 1,747 
20 2,874 2,561 Same as cash value. 
25 4,019 3,527 Same as cash value. 
30 5,412 4,675 Same as cash value. 
35 7,108 6,038 Same as cash value. 


Continued on next page 
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Southland Life Agents 


in June 


Broke All Records 
Since October, 1929 
(Honoring Col. W. E. Talbot, Agency Manxager) 


No Prizes ... No Contest 


Just Southland Life Agents 
Plus Work 
Plus Co-operation 


For information regarding opea territory, write: 
Clarence E. Linz, First Vice-President 


Southland Life Insurance Co. 
PRESIDENT 


Home Office, Datias, TExas 


























The NEW and 
IMPROVED 
CALENDAR 

BANK 


LIFE INSURANCE 
UNDERWRITERS 


can materially in- 
crease sales with 
its use. 


—THREE NEW MODELS— 


25¢ daily accumulates $96. per annum 
15¢ “ “ $60. “ “ 
10¢ “ “ $42. “ “ 


Price list upon request. 


SPEER CALENDAR BANK CO. 


312 E. Wisconsin Ave., 
MILWAUKEE, WISCONSIN. 


N.B. Agents wanted to sell insurance men 
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Non-Participating and Participating 

The contract may be secured either on the Non-Participating or 
Participating plan. In the latter case, the contract is Participating 
only up to the maturity date, and because of the dividends, it guaran- 
tees less income, death benefits, and non-forfeiture values fer each 
$100 premium unit, than does the non-Participating form. Dividends 
may be used in reduction of premiums or left with the Company to 
accumulate at interest. If desired, the dividend accumulations may 
be used to increase proportionately the retirement income. 


Disability 

The contract will be issued with Disability. For men, this cov- 
erage provides waiver of premium and monthly income in event of 
disability occurring before age 65; the income paid during disability 
ceases at 65, at which time the retirement income commences. For 
women, the coverage provides waiver of premium and income in 
the event of disability occurring before age 55 or prior marriage; 
the income paid during disability ceases at 60 when the retirement 
income commences, 

Disability coverage for men is provided by an annual premium 
unit of $10 with each $100 premium unit for the Retirement Annuity. 
For women the unit disability premium is $15. Because of this unit 
disability premium, the amount of disability income that is pur- 
chased varies with the age at issue. To avoid a greater disability 
income than the automatic retirement income available at 65 (60 
for women) it is necessary at the higher ages to reduce the dis- 
ability premium below the usual unit. 


New Group Pension Plans 

Secretary Frazar B. Wilde recently announced that the Company 
will issue group pension plans. These round out the company’s pro- 
gram for employees already including group life and group sickness 
and accident insurance. Stressing the long-standing and urgent need 
for definite provision for old age and the pressure now being brought 
to bear on state legislatures to provide relief he stated that the whole 
economic and social structure of the country requires a solution of 
the old age problem other than the one for which the country now 
appears to be heading. Retirement plans underwritten by insurance 
companies are not only the soundest but they preserve the indepen- 
dence and self-reliance of pensioners having no element of philan- 
thropy in them, the employer's contribution to the cost of the pension 
being a part of the wage contract. 

The company’s new group annuity policy is a flexible contract 
that can take care of any reasonable requirement. An adequate in- 
come for retirement can be obtained at reasonable cost to employer 
and employee by means of flat, service and salary schedules, prefer- 
ably a combination of the last two. 

On account of the relatively higher turnover in the early years 
of employment waiting periods ranging from one to five years are 
provided depending upon the probable turnover rates. 

A definite retirement age is specified in the contract. In event of 
the death of an employee before retirement, his contribution will be 
returned in full. If death occurs after retirement, the beneficiary 
will receive the excess, if any, of the employee’s contributions over 
the annuity payments actually received. 

If an employee withdraws from the plan he may collect a refund 
equal to his contributions or he may continue payments or leave 
payments already received to purchase an annuity at retirement 
while the employer will receive a credit equal to his contribution plus 
4% compound interest. 

The initial premium rates are guaranteed against increase during 
the first five years. Experience ratings will provide means for rate 
reductions should the present rates prove more than sufficient. 

While the cost varies somewhat with the age distribution, the total 
premium will average about 5% of the payroll of which the employees 
will contribute 3%. If past service previous to the inauguration of a 
plan is to be paid for by the employer, an additional 2%. will be added 
to the cost for the first 15 to 25 years. A total and permanent dis- 
ability benefit providing monthly income can be added at an addi- 
tional premium. 


DETROIT LIFE INSURANCE COMPANY, 
DETROIT, MICH. 


News Release 
According to an announcement by Lester B. Arwin, Assistant to 
the President of the Detroit Life, a new business record for the 
month of August was set by the company, which has not been 
equalled in the previous five years. 
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juvenile policies 


«,..gJUST 
LIKE 
DAD’S” 


Pouictes “Just like dad’s”’ 


must have, of course, the usual 


non-forfeiture provisions. 


They do! Cash values, par- 
ticipating paid-up insurance, 
participating extended insur- 
ance, are available at the end 
of the third policy year, and 


thereafter. 
— 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


EOWIN A OLSON cuicaco 
PRESIDENT ’ ‘ tLLINOIS 


“AS FAITHFUL AS OLD FAITHFUL. 
3 


This is the second of a series concerning Mutual 
Trust Life Insurance Company's Juvenile Policies. 





THE EQUITABLE LIFE ASSURANCE SOCIETY, 
NEW YORK, N. Y. 


First Seven Months Results 

Following a meeting of the Board of Directors August 20th, it was 
announced that The Equitable Life disbursed $115,000,000 to its pol- 
icyholders and beneficiaries in the first seven months of this year. 
Its admitted assets increased during that period by $74,500,000 and 
now total $1,358,800,000. Included in the disbursements to policy 
holders were dividends totaling $33,320,000. 

Thomas I, Parkinson, President, said that such policyholder pay 
ments in the first seven months of the year were divided into $71, 
615,722 to living policyholders, an increase of $10,223,001 over the 
same period last year, and $43,585,940 in death claims including acci 
dental death benefits, an increase of $4,098,927 over the corresponding 
period in 1930. Mr Parkinson pointed out that the company’s rap 
idly growing annuity business showed an increase of 100% over last 
year indicating that a larger number of both men and women were 
turning to this form of life insurance service to set up a guaranteed 
life income beginning at the retirement ages of 50 and beyond. 

GREAT AMERICAN LIFE UNDERWRITERS, INC., 

SAN ANTONIO, TEXAS 


Board of Finance Governors 
This company, which is a bond company financing the Great Ameri 
ean Life Insurance Company of San Antonio, under an arrangement 
explained below allows what appears to be an excess return on cer 
tain bonds issued. This is done through a so-called Certificate of 
Appointment to the company’s Board of Finance Governors. A copy 
of this appointment is reproduced below. We do not know whether 
or not all bonds issued have these additional privileges attached 
to them. 
THE GREAT AMERICAN LIFE UNDERWRITERS, INC. 
SAN ANTONIO, TEXAS 
soard of Finance Governors 
Certificate of Appointment 
THIS IS TO CERTIFY THAT 


(hereinafter called Governor) 
the owner of Endowment Bonds known as Nos. 
dated on or about the CE oct tv.essdeeneseenen ee 
is hereby appointed a member of the BOARD OF GOVERNORS of 
the Great American Life Underwriters, inc., Executive Offices, San 
Antonio, Texas. 

The duties and services of the Governor are to co-operate with the 
Company in the development of its business, but he shall not be re- 
quired to perform any duty or render any service except such as may 
be entirely convenient and agreeable to him. 

REGULAR COMPENSATION 

In consideration of the Governor's willingness to render the serv- 
ices above described, whether or not he shall ever be called upon to 
render such services, the Company agrees to pay each year to the 
Governor under this Certificate of Appointment, so long as said 
Bonds remain in full force, an amount equal to the Bonus paid each 
year on said Bonds. 

SPECIAL COMPENSATION 

The compensation of the Governor for any special service which he 
may from time to time render, upon written request of the Company, 
shall be such as may hereafter be agreed upon in writing between the 
Governor and the Company. 

It is especially understood and agreed that no person except an 
exeeutive officer (the President, a Vice-President or the Secretary) 
of the Company has or shall have the power or authority to modify, 
amend or extend this agreement or any of its provisions or to waive 
any right or benefit of the Company hereunder or to perform or do 
anything hereunder or in relation hereto, on behalf of the Company, 
and that no such act by any such Executive Officer shall be binding 
upon the Company unless and until done in writing and duly exe- 
euted. It is further understood and agreed that the powers and 
authority of the Governor are strictly limited to those herein ex- 
pressly delegated. 

Done at San Antonio, Texas, this day of 

THE GREAT AMERICAN LIFE UNDERWRITERS, INC. 
By Chas. E. Becker, 
President. 
Attest : 
Perry Clemans, 
Secretary. 
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GREAT WEST LIFE ASSURANCE COMPANY, 
WINNIPEG, MANITOBA 


Managers School Delegates 

Four members of the Great-West Life Agency organization are 
attending the current session of the Managers School, being held at 
North Western University under the auspices of the Life Insurance 
Sales Research Bureau. They are D. O. Hubbell, Asst. Manager at 
Toronto, F. W. Renworth, newly appointed Manager for the State of 
Washington, C. F. Dunfee, Manager for Southern Saskatchewan and 
D. R. Ferguson, Head Office Agency Dept. 

GUARDIAN LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 


New Special Income Annuity 

Effective September 1st the Guardian Life began issuing a new 
special income annuity which contains no life insurance but is an 
attractive form of retirement income. Its purpose is to provide a 
retirement life income beginning at ages 50, 55, 60 or 65, (or in case 
of total and permanent disability occurring before the retirement 
age). No medical examination is required unless the disability pro- 
vision is applied for. Premiums are participating. It is issued on 
two basic plans, Plan A—in units of $100 premium annually and Plan 
B—in units of $10 retirement income monthly. There are three 
methods of income payment, Option A—-120 months straight, monthly 
life income beginning at age 50, 55, 60 or 65, payable for 120 months 
straight, participating during “certain” period. Option B—cash re- 
fund basis—monthly life income beginning at age 50, 55, 60 or 65; 
income non-participating; if at death of annuitant the monthly in- 
come payments already made do not at least equal the cash value 
at the time the monthly income payments begin the balance is pay- 
able to the beneficiary. Option C—No Refund—Monthly life income 
beginning at ages 50, 55, 60 or 65 somewhat larger than under Option 
A or B but with no return at death of the annuitant after the re- 
tirement age chosen; also a special provision is made in the contract 
for a change to any form of regular life or endowment insurance 
upon proper evidence of insurability at any time before the retire- 
ment income begins. 

GULF STATES LIFE INSURANCE COMPANY, 
DALLAS, TEXAS 


Purchases Home Office Building 

The Gulf States Life recently purchased a ten story building located 
at the Northwest corner of Main & Akard Streets in the city of 
Dallas, claimed to be one of the busiest corners in the state and the 
busiest corner in Dallas. It is in the center of the business and 
financial district surrounded by buildings varying from seventeen to 
twenty-nine stories in height. A statement released by the company 
concerning the new home office building included the following: 


Summary of Figures of Home Office Building Purchased 
Cost of Building (1928) $640,814.00 
Sale Price to Gulf States Life Ins. Co. 





Less Incumbrance 291,800.00 


$308,200.00 
$121,582.91 


Net Investment of Company 

Gross Income from Building (1930) 
Less Cost of Operation (including amortization of 

purchase price) 66,077.15 
Net Profit 2 $55,505.76 
Percentage of Net Profit Yield on gross purchase price 

($600,000.00) 
Percentage of Net Profit Yield on net investment after 

deducting interest paid on incumbrance 


HOME LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 


$77,541,441 
65,631,063 
3,682,093 
702,248 
5,382,066 
8,567,791 
6,681,274 
2,113,586 
25,043,153 
404,953,214 


Total admitted assets 
Net reserve 

Surplus and special funds 
New premiums 

Renewal premiums 

ONE MOD: 96.516 058 0.065 06655 0065 00 c8nds00— eae ea EE SS 
Total disbursements 
Losses and endowments 
Insurance written 
Insurance in force 
Mortality ratio 


HOME UNION LIFE COMPANY, 
SPRINGFIELD, ILLINOIS 


Charter Filed 
This company filed its charter August 24, 1931. It intends to 
operate as a legal reserve life insurance company. Additional details 
are not available at present. 


JUDEA LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 


New Educational Rider 
The Judea Life announces the introduction of its new Educational 
Income Agreement, the main features of which are as follows: 

1. Interest at not less than 31%4% on the face amount of the policy, 
payable to the beneficiary up to age 18. 

2. Commencing at age 18 and payable in quarterly installments, 
for a period of four years, the full face amount of the policy. 

3. In addition to the above, a fully paid-up life insurance policy 
to the beneficiary up to age 30—granted without evidence of 
insurability and convertible to any plan of insurance up to 
age 25. 


This agreement can be added, without any additional cost to the 
policyholder, to any policy where the face amount is payable at 
death. 








Conservation 


333 No. Michigan Ave. 





THE OTIS HANN COMPANY, Inc. 


|.1FE INSURANCE SERVICE 


J. Roperts HaANN 


President 


Reclamation 


Chicags, Il. 
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KNIGHTS TEMPLARS & MASONIC MUTUAL AID ASS'N, 
CINCINNATI, OHIO 


Order of Court Enjoined 

Chief Justice C. T. Marshall of the Ohio Supreme Court has issued 
an alternative writ of prohibition directing the Meigs County Com- 
mon Pleas Court to desist from carrying out a receivership order 
of that Court against this Association. The Insurance Department 
of the State of Ohio informs us that the proceedings leading up to 
the petition for receivership were not in order and had no basis in 
fact since the society was fully solvent. It is now being changed 
over to the legal reserve plan. It seems that a policyholder, Jonas 
Ervin, had obtained from the Meigs County Common Pleas Court an 
order restraining Charles T. Warner, State Superintendent of In- 
surance, from granting an application of the Association to change its 
charter to permit this change. 


LIBERTY NATIONAL LIFE INSURANCE CO., 
BIRMINGHAM, ALA. 


Extracts—June 30, 1931 Statement 


I INO GONE Snes ecccacececdedeewencsenaceees $1,892,501.00 
EE semen sew heh osevuwaeuuip nines evan enbedeies 1,389,346.00 
I iii cincditendaxdbskutimnteeonnceatuas 28ddunwvecn 216,955.00 
Ny UO SD occ aciccencccieewceesestenees 120,107.00 
New premiums (Ordinary Dept.) ...............00e005 78,126.00 
Renewal premiums (Ordinary Dept.) ......+.........- 440,261.00 
I 4 Saba e a aniAeteas Chee nceaeedeused eee ae 746,018.00 
I CI i a ould s blake irene e RILW 670,143.00 
Sn I, rd. 3.3.5 w utp eenid. ed oe ra-smaquie ores 206,545.00 
I I cS cach c caus db cees amma WGamimh onan ce 3,097, 700.00 
I I a aoa a waka adi penhauacsiok-a eae meme 28,654,970.00 
ee SOD, seca neceecebeeedeyebamceenncee 12,641 ,622.00 
ee OO COD cnn adendbéuewheseeueaewesvasees 9,154,233.00 





* Includes industrial income, $176,873. 


LINCOLN NATIONAL LIFE INSURANCE COMPANY, 
FORT WAYNE, IND 


Modifies Disability Practice 

The Lincoln National Life has just informed its agents that In- 
come Disability will not be issued to women and in the future will 
not be issued to men at ages above 50. Previously the company’s 
practice was to issue this benefit up to age 55 for men and to 45 for 
self supporting unmarried women at one and one-half 


times the 
regular rate. 


Agency Appointment 

Walter T. Shepard, Vice-President of The Lincoln National an- 
nounces the appointment of Mr. J. J. Stegge as General Agent-Man- 
ager at San Francisco, effective September 1. Mr. Stegge has been 
an outstanding life insurance organizer and producer in Oakland 
for many years and most of his eighteen life insurance 
experience have been spent there. 

He became an underwriter in Fargo, North Dakota, where he was 
in the real estate business with his father. About twelve years ago 
he moved to California and joined the Alex N. Shields Agency of 
the Equitable of New York, later the 
the Peter Nurman Agency 


years of 


ten Shapro Agency and now 
. For a number of years he was a success- 
ful personal producer and then became Assistant Manager at Oakland 
in charge of a unit which gained prestige as one of the most success- 
ful units in the Bay district, average about 2% millions a year. 





LLOYDS LIFE INSURANCE COMPANY, 
KANSAS CITY, MISSOURI 


Receiver Appointed 
The Hon Joseph B. Thompson, Superintendent of Insurance of 
Missouri, announced on August 25th that he had been appointed 
receiver of the assets of the Lloyds Life Insurance Company. The 
company is to be liquidated immediately. This receivership followed 
an application for liquidation of the company by Superintendent 


Thompson, after an examination by his department brought out that 
the company’s capital 
available assets. 


was impaired and its liabilities exceeded 
The impairment was about $4,000. 








| 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO., 

SPRINGFIELD, MASS. 

Re: Limits Under Total and Permanent Disability Provisions 
Effective Oct. 1, 1931 

Limits as to age, amount of life insurance, and amount of 
retirement income as applied to the waiver of premium and dis 
ability annuity provisions have been amended as follows: 

(1) No disability provision will be granted under policies be 
yond rated age 50 for men and rated age 45 for women, and in 
addition the contract must call for the payment of at least ten 
years’ disability premiums, (excepting 5 year Term policies). 

(2) The Company will not accept an amount 
excess of 


of insurance in 
$100,000 with waiver of premium benefit. 

The new rules become effective under all policies issued on 
applications completed on and after October 1, 1931, and under 
all requests for attachment completed on and after that date. 

The maximum disability income will be $250 monthly in the 
case of men and $100 monthly in the case of women under all 
types of policies. 

In determining the maximum coverage, 
previously granted by 


all disability provisions 
the Company on the life of the applicant 
will be taken into consideration. In arriving at the amount for 
which additional waiver of premium benefit 
the sum insured under a Retirement Annuity shall be considered 
to be 30 times the amount of the annual premium (exclusive 
of any disability premium) in the case of a man or a woman. 


may be obtained, 


METROPOLITAN LIFE INSURANCE COMPANY, 
NEW YORK, N. Y 


A. F. C. Fiske Dies 
The Metropolitan Life announces the death in Paris, 
Monday morning (Sept. 7), of Archibald Falconer Cushman Fiske, 
Second Vice-President of the company, and elder son of the late 
Haley Fiske, former president of the company, and Marione Cushman 


France, on 
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Fiske. He was born March 11, 1888. Mr. A. F. C. Fiske had been 
abroad for about three weeks, and was spending his vacation with 
his family in Paris. Several days ago he was overtaken by an acute 
attack of diabetes and removed to the American Hospital where his 
death oceurred. His wife, Mrs. Harriet Lucretia Gring Fiske, was 
at the bedside when the end came. Mr. Fiske resided at 898 Park 
Avenue, New York City. 


Mr. Fiske entered the insurance business against the wishes of 
his father who desired him to follow the legal profession which he, 
himself, had left to join the Metropolitan as vice president. With 
that end in view, young Fiske was sent to Harvard, where he won 
his B. A. degree in 1911. Living in Boston, where he was unknown 
to company employees, he sought a job with one of the company 
managers in that city. 


Merit won him successive steps up with the Metropolitan. He 
was successively Traveling Assistant Manager, Manager, Superin- 
tendent, General Deputy Superintendent, Superintendent of Agencies, 
Third Vice-President in charge of the Canadian Head Office, in Ot- 
tawa, and Second Vice-President in charge of certain company ter- 
ritories from the Home Office in New York. 

In addition to being Second Vice President of the Metropolitan, 
Mr. Fiske had been a director of the Canadian National Council of 
Mental Hygiene and a director of the Canadian National Council of 
Social Hygiene. His hobbies were books, tennis and bridge. He 
belonged to the Harvard and Manhattan Clubs, New York City; the 
Morristown Club, Morristown, N. J. ; and the Princeton Polo Associa- 
tion, Princeton, N. J. He was a member of the Society of Mayflower 
Descendants, 


Large Mortgage on Radio City 


Completion of the main financing for the ten buildings of the Radio 
City project has been announced by representatives of John D. 
Rockefeller, Jr. and his associates in this development. A mortgage 
loan of $65,000,000, which is reported as being the largest of its 
kind ever placed, has been arranged with the Metropolitan Life In- 
surance Company in the form of serial bonds to be issued as the 
work progresses. These bonds are to be secured on the holdings of 
the Metropolitan Square Corporation and the Underell Holding Cor- 
poration which cover practically all of the three blocks bounded by 
Fifth and Sixth Avenues, 48th and 5ist Streets, New York City. The 
amortization period ends in 1950 and the bonds carry a rate of 5% 
interest. 


G. M. Herrick Passes Away 


The Metropolitan Life Insurance Company announces with pro- 
found sorrow the death on September 6, 1931 of their beloved associ- 
ate, Assistant Secretary Gilbert M. Herrick, in the sixty-first year 
of his age. He joined the company in August, 1894, as a bookkeeper 
and by successive promotions became Assistant Secretary attached 
to the Canadian Head Office, which position he occupied from October 
1, 1924 to the time of his death. 


MISSISSIPPI VALLEY LIFE INSURANCE COMPANY, 
ST. LOUIS, MO. 


Reinsures 


FIRST NATIONAL LIFE INSURANCE CO., 
ST. LOUIS, MO. 


The reinsurance contract entered into by the above companies, 
which was approved August 18, 1931 by the Insurance Officials of the 
States of Illinois, Missouri and Oklahoma, provides for the reinsur- 
ance of the First National Life by the Mississippi Valley Life. 
Under the contract the First National turns over all of its assets, 
property, business and rights to the Mississippi Valley Life and 
henceforth retires from business. The Mississippi Valley agrees to 
pay all claims and assume other obligations and carry on the First 
National business according to the policy provisions. All liabilities 
of the First National are assumed by the Mississippi Valley. The 
charter of the Mississippi Valley subject to such modifications as 
are mentioned hereafter was adopted and maintained as the charter 
of the consolidated company with the title Mississippi Valley Life 
Insurance Company. The stockholders of the two companies were 
granted three options in exchanging their stock as outlined in the 
following paragraphs quoted from Article 8 of the reinsurance con- 
tract. 














GOOD SHIPS: Only “stormy weather” really tests 
the safety of ships and financial institutions. Well- 
managed life insurance companies have come through 
every “storm”—every test—safe and staunch. For 
example, for 86 years, since it was founded in 1845, 
New York Life has weathered all Wars, Epidemics 
and Financial Crises:—The Mexican, Civil, Spanish- 
American, and World Wars;—The scourges of yellow 
fever, cholera and influenza;—The panics and de- 
pressions of 1857, 1861, 1865, of the 70’s of 1884, 
1893, 1896, 1903, 1907, 1914, 1920-1921 and 1929-1931. 
In all these years New York Life has never failed 
to meet an obligation. 


New York Life Insurance Company 
51 Madison Ave., Madison Square, New York, N. Y. 
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MISSISSIPPI VALLEY LIFE INS. CO.—Continued 
Article VIII 


“There are now Four Thousand (4,000) authorized and outstanding 
shares of the capital stock of Mississippi, of the par value of Twenty- 
Five ($25.00) Dollars per share, and there are now Thirty-Six Thou- 
sand Seven Hundred Seventy-Two (36,772) authorized and outstand- 
ing shares of the capital stock of First National of the par value of 
Two Dollars and Seventy-Five cents ($2.75) per share. 

“The merger and consolidation provided for by this contract shall 
be made upon the following basis, to-wit: 

“a. For each share of First National stock, the owner thereof shall 
be entitled to receive three twenty-fifths (3/25) of one share of the 
consolidated company of the par value of Twenty-Five ($25.00) Dol- 
lars per share, upon paying in cash, or its equivalent, the sum of 
Three ($3.00) Dollars. 


“b. Three-fiftieths (3/50) of one share of the capital stock of the 
consolidated company of the par value of Twenty-Five ($25.00) Dol- 
lars per share for each one share of First National stock, or 

“ce, Participation Certificates to be issued by the consolidated 
company on and against the business of First National taken over by 
the consolidated company. Such Participation Certificates shall be 
in a form satisfactory to the Insurance Departments of the States 
of Illinois and Missouri, and shall provide for the payment from 
Mortality Savings and Excess Interest Earnings such annual portion 
thereof as the Insurance Departments of said states shall fix and 
determine, but said Certificates shall not be in such form and shall 
not provide for payments which shall make or constitute them a fixed 
liability of and against the consolidated company. Such Participa- 
tion Certificates as may be issued under this option shall be issued on 
a basis of allowing Seven ($7.00) Dollars per share for each share of 
First National Stock surrendered in pursuance of this option and such 
Participation Certificates, in addition to the principal amount thereof, 
shall draw interest at the rate of Six per cent (6%) per annum. 


“Each stockholder of First National shall notify the Secretary of 
First National on or before the 14th day of April, 1931, of the option 
which he elects to exercise, and each and all stockholders not so 
notifying said Secretary on or before said 14th day of April, 1931, 
shall be deemed to have accepted and to have elected to.exercise 
Option “C” as above set forth. 


“In the event either of the parties hereto hold at the time of the 
merger any stock, or stocks, of the other company as collateral, or 
otherwise, the consolidated company shall have the right,to cause 
such stock to be surrendered and cancelled upon such terms and in 
such manner as it may agree with the owner thereof, provided that 
no such stock shall be taken over by the consolidated eompany at a 
price in excess of Six Dollars and Sixty-Seven Cents ($6.67) per 
share for First National, and provided further, ttrat said consolidated 
company shall take the same over only in such manner and under 
such terms as will fully protect the loan or advancement of the com- 
pany thereon. 


“Whenever this contract becomes finally effective, such of the 
stock of the present First National shall be cancelled and stock of 
the consolidated company shaff\be issued in lieu thereof to such 
stockholders of First Nationajfas shall elect to take stock in -the 
consolidated company, in accordance with options ‘a’ and “b,” or 
either of them, and all stockholders of First National electing to 
exercise the rights and privileges provided by option ‘ce’ shall sur- 
render their stock to the consolidated company upon receiving the 
Participation Certificates therein provided for. No stockholder of 
First National shall receive either the Participation Certificates pro- 
vided for by option “ce,” or stock in the consolidated company pro- 
vided by options “a” and “b,’’ unless and until he duly endorses the 
Certificates,evidencing his shares in said First National and delivers 
the same to the consolidated company, but upon such endorsement 
and delivery, he shall be entitled to receive from the consolidated 
company either the stock or the Participation Certificates which he 
elects to accept. 


“Stockholders of Mississippi shall also duly endorse the Certificates 
evidencing their shares in the present Mississippi and shall deliver 
the same to the consolidated company, whereupon the consolidated 
company shall issue a Certificate or Certificates to such holder of 
Mississippi stock as he is entitled to under the then charter of the 
consolidated company and duly evidencing the correct par value of 
such shares of stock. 

“All Certificates surrendered in accordance with the terms of this 
Contract shall, upon such surrender, be deemed cancelled and of no 
further force or effect.” 











MONARCH LIFE INSURANCE COMPANY, 
SPRINGFIELD, MASS. 


Increases W. of P. Rates 
Effective August 20, 1931 the Monarch Life increased its waiver 
of premium rates on practically all policies. After that date no 
disability will be granted beyond age 55—the former limit was age 
60. Illustrations of the new rates together with the regular rates 
follow : 


Whole Life Special, $5,000 
Regular Premium 
Age 20 25 30 35 40 45 50 55 60 


$72.48 $81.48 $93.06 $108.16 $128.22 $155.32 $192.58 $243.90 $315.37 
With Waiver of Premium 
$73.41 $82.64 $94.55 $110.12 $130.89 $159.06 $197.95 $251.84 ...... 


Endowment at 85, $1,000 


Regular Premium 


$15.26 $17.12 $19.58 $22.85 $27.16 $32.97 $40.96 $52.03 $67.66 
With Waiver of Premium 
$15.45 $17.35 $19.88 $23.24 $27.70 $33.72 $42.04 $53.63  ..... 


20 Pay—Endowment at 85, $1,000 


Regular Premium 


$23.24 $25.32 $27.92 $31.17 $35.23 $40.46 $47.41 $56.92 $70.41 
With Waiver of Premium 
$23.38 $25.49 $28.14 $31.47 $35.68 $41.19 $48.52 $58.57  ..... 
20 Year Endowment 
Regular Premium 
$42.00 $42.48 $43.26 $44.42 $46.19 $48.98 $53.49 $60.79 $72.35 


With Waiver of Premium 
$43.60 $44.86 $46.80 $49.88 $54.74 $62.55 
MUTUAL LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 


$42.26 $42.77 


New Trustees 
On August 26, 1931 Newton D. Baker, Secretary of War in the 
Wilson Administration and Nathan L. Miller, former governor of the 
State of New York were elected members of the Board of Trustees 
of this company. 


NATIONAL BENEFIT LIFE INSURANCE COMPANY, 
WASHINGTON, D. C. 


North Carolina Cancels License 

On August 20th, following the non-appearance of this company 
to show cause why its license should not be revoked, the North Caro 
lina Insurance Commissioner, Dan C. Boney, cancelled this com 
pany’s license to operate in that state. A reorganization of the 
company under new management is being considered. 

On Friday, August 28th, Louis A. Irons was appointed temporary 
receiver for the Georgia business of the National Benefit Life. The 
receivership was granted by Judge Verlyn V. Moore in Fulton 
Superior Court at Atlanta on petition of William B. Harrison, In 
surance Commissioner of the state. The State of Georgia recently 
eancelled the company’s license to write new business there on the 
grounds that it was insolvent. In early September the Insurance 
Department of Texas suspended the permit of the company to operate 
in that state. 


NATIONAL STANDARD LIFE INSURANCE CO., 
HOUSTON, TEXAS 


Purchases American Provident Life Ins. Co., Houston, Texas 
A special meeting of the stockholders of the National Standard 

was held at 1212 Republic Bank Building, Dallas, Texas, at 10:00 

o’clock, Tuesday, August the 25th, and a majority was present. 

At this meeting, a vote was taken and the reduction in stock from 
$25.00 to $12.50 a share was authorized. This action reduced the 
capital stock from $275,350.00 to $137,675.00, contributing a like 
amount to surplus. The stockholders decided that this capital stock 


should be increased from $137,675.00 to $150,000.00, and made the 
recommendation to the Board of Directors. The Board then met at 
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the Adolphus Hotel on the afternoon of the same day and approved 
the action of the stockholders. This reduction was necessary to 
purchase the business of the American Provident Life Insurance 
Company. The latter transferred to the National Standard the legal 
reserve on the business less $125,000 which was the purchase price. 
The remaining assets of the American Provident will be liquidated. 
The stockholders recommended and the Board approved a plan 
of distributing the excess, 986 shares, to the stockholders wishing to 
apply for same. It was recommended that these shares be sold at 
$12.50 each. A period of thirty days was allowed for each stockholder 
to apply for his pro rata stock, but no stockholder was allowed to 
purchase more than his proportional share. Stockholders were en- 
titled to purchase one share of stock for each twelve shares held. 


NEW YORK LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 
Distribute Surplus Wheat to Poor and Unemployed, Urges 
New York Life Medical Director 

That some of the vast surplus of wheat now on hand be used for 
distribution to the poor and unemployed and how it could be used 
effectively, without milling, to provide a satisfying and appetizing 
food, was suggested August 24th by Dr. Ernest H. Lines, Chief Medi- 
cal Director of the New York Life. 

“Wheat,” maintains Dr. Lines, ‘‘is one of the most highly nutritive 
foods known to man and when cooked whole and served with the 


addition of a little sugar and fat, as in milk or butter, is very | 


palatable. A pound or two of wheat per day per person prepared 
in this way furnishes a pretty well balanced food sufficient for sub- 
sistence. Besides, such a meal would be filling, or as we sometimes 


put it, will ‘stick to the ribs.’ Of course, if some green vegetables | 


or a little fruit could be added, so much the better.” 
Makes “Good Eating” 

The complete cost of each meal of whole wheat cereal with butter 
or milk and sugar, especially if prepared in central kitchens or in 
quantity, said Dr. Lines, would be only a few cents, representing a 
minimum cost for a balanced ration containing a proper number of 
calories and vitamins. At present market prices, the wheat itself 
would cost less than one cent a pound, less than two cents per 
person for a day’s supply of three meals. He was prompted to make 
public this suggestion, he said, after reading reports of the huge 
accumulations of wheat that are going begging and of the prospects 
of increasing distress among the unemployed during the coming 
winter. He said that during his service abroad in the late war he and 
his family ate whole wheat cooked and served with butter and 
sugar and found it “good eating.” 

Not Hard to Distribute 

“It would appear that there are many centers or organizations 
through which wheat could easily be distributed, either in its natural 
state or cooked. It could be used almost indefinitely at any time, 
but especially during this coming winter. 

“Wheat is now cheap and plentiful. To use it for the poor and 
unemployed in the coming winter would be a splendid humanitarian 
act.” . 

$400,000 Club 

The $400,000 Club of the New York Life Insurance Company ends 
its fifth year with 123 members and a grand total of $70,501,515 in 
new insurance paid. This is an average per member of over $573,000. 
Seven agents paid for over $1,000,000 of insurance apiece. 

$200,000 Club 

The New York Life claims that its $200,000 Club is the oldest and 
largest selling organization of its kind in the world. Its 436 mem- 
bers paid in the club year a grand total of $100,644,011, an average 
of over $230,000 per individual. Furthermore only 28 companies 
doing business in the United States and Canada out of 267 exceeded 
in the year 1930 the production of this one group. 


NORTHERN LIFE INSURANCE COMPANY, 
SEATTLE, WASH. 
Report of Examination Favorable 

The Northern Life was examined by the Washington Insurance 
Department as of December 31, 1930. Various readjustments were 
made in the company’s statement which resulted in a net decrease 
in surplus from $258,278 to $188,969. Comparisons of the main items 
are as follows: 
Best’s Reports 

$10,990,341 

250,000 

258,278 
173,026 


Examiners’ Report 
$11,003,003 
250,000 
188,969 
237,420 


Admitted Assets 

Capital 

Surplus 

Reserve for A. & H. Claims 








It will be noted that the largest change was made in the Accident 
and Health Claim Reserve. A thorough check was made of the 
Accident and Health claims and records and the examiners increased 
the company’s estimate of the reserve for these claims to $237,420 
from $173,026, and it is considered that the former figure is adequate 
for this reserve. The examiners commended the company on the 
quality of its investments and the operation of its investment 
department and also on its fair dealing with its policyholders. 
In their comments on mortgage loans the examiners commended 
the company on the showing made in the matter of interest collec- 
tions. Of the total amount shown in past due interest, approxi- 
mately 58% was less than 60 days overdue, 17% less than 90 days 
past due and 26% more than 50 days past due. The total amount 
of past due interest approximated 2.36% of the earned interest 
for the year, a large proportion later being collected and the amount 
of all past due loans was less than 1/10th of 1% of the total loans 
in force. The company’s bond holdings are carefully selected and 
are high class. The net debit agents’ balance in the amount of 
$96,199, in the opinion of the examiners, is excessive for the volume 
of business transacted. The percentage of increase during the year 
1930 is approximately 44% over the amount shown December 31, 
1929. Since the company operates on a “mixed’’ basis; that is, issu- 
ing both participating and non-participating business, this fact 
clearly contemplates a segregation of the surplus earnings of the 
company as between participating and non-participating classes. 
All accounts of the company were analyzed back to the year 1906 
and accumulations made of the figures as between participating 
and nonparticipating business as though two companies were in 
operation. The result as of December 31, 1930 shows a distribution 
as follows: 


Distribution Between Participating and Non-Participating 
Business 
Assets 
Non- 
Participating Participating Total 
Ledger Assets Dec. 31,1929 $7,901,548.35 $1,361,061.51 $9,262,609.86 
Total income in 1930 2,950,932.42 1,333,493.26 4,284,425.68 





Amts. carried forward.. $10,852,480.77 $2,694,554.77 $13,547,035.54 
Total disbursements, 1930 2,285,943.56  1,044,203.59 3,330,147.15 





Balance, ledger assets Dec. 
31, 1930 
Non-ledger assets 


$8,566,537.21 $1,650,351.18 $10,216,888.39 
524,584.42 374,849.35 899,433.77 





7ross assets 
Deduct assets not admitted 
Total admitted assets 


$9,091,121.63 $2,025,200.53 $11,116,322.16 
90,293.00 35,688.10 125,981.10 


Dec. 31, 1930 ...... $9,000,828.63 $1,989,512.43 $10,990,341.06 
Liabilities, Surplus and Other Funds 


Net reserve, excluding dis- 
ability ° 

Reserve for total and per- 
manent disability 

Reserve for supplementary 
contracts 

Death losses in process of 
adjustment 

Claims for total and per- 
manent disability 

Dividends left to accumu- 
late at interest 

Prems. paid in advance... 

Unearned int. paid in adv. 

Commissions to agents 
due or accrued 2,073.64 1,236.24 3,309.88 

Salaries, bills and ac - 
counts due or accrued. 11,708.17 4,708.74 16,416.91 

Medical examiners’ and 
0g ee ee 

Estimated amount payable 
for taxes 

Int. accrued on “Tower” 
Bonds cee hese venese 

Divs. decl. on or apport’d 
to pols., payable to June 
30, 1931 








$7,670,033.42  $1,363,453.22 $9,033,486.64 
242,248.89 242,248.89 

104,838.40 104,838.40 
8,142.00 21,221.00 
10,664.08 
596,207.17 


9,645.03 
41,534.32 


4,522.26 
35,185.92 


3,034.39 957.66 3,992.05 


29,910.22 17,976.78 47,887.00 


3,441.55 4,062.50 


158,605.00 
Continued on page 347 
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Recent inquiries from life insurance com- 
pany officials indicate the desirability of 
making a public Statement concerning our 





organization and the services we render. 





Briefly —the American Conservation 
Company has the largest active field organiza- 
tion of its kind—and our services cover the 














following main divisions: 








1) READJUSTMENT OF RATES 








Our officers and field organization have 
readjusted the rates of hundreds of millions 
of dollars worth of insurance for some thirty 














fraternal and assessment associations. 








2) REINSURANCE 








Together with our legal department, we 
are equipped to handle mergers or reinsurance 
of assessment, fraternal or legal reserve busi- 




















ness. We are now handling the reinsurance of 








an Illinois legal reserve Stock company, form- 
erly an assessment company. This campaign 
has been in progress for several months, and 
the life insurance company has shown a gain 
in assets of from eight million dollars to over 

























The largest active field organization 
of its kind... 


eighteen million dollars during this readjust- 
ment period. The insurance in force showed 
a material increase during the first six months 
of this year while we were active in our cam- 
paign of readjustment. 

Weare also handling the entire campaign 
of an Ohio fraternal, whose business is now 
being rewritten on a legal reserve basis in a 
legal reserve Stock life insurance company. 
All legal details required in this reinsurance 
are handled through our legal department. 


3.) POLICY LOANS, PAID UP AND 
EXTENDED INSURANCE 


Our office and field organization is espec- 
ially equipped to remove policy loans and to 
reinstate policies running on paid up and 
extended insurance, thus placing such busi- 
ness back on a premium-paying basis. We 
have handled this type of business for some of 
the larger legal reserve companies. 





AMERICAN CONSERVATION COMPANY 
LIFE INSURANCE SERVICE 
Herbert G. Shimp, President 


307 NORTH MICHIGAN AVENUE, CHICAGO 


Complete details concerning any particular phase 


of the service will gladly be furnished upon requell, 
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NORTHERN LIFE INSURANCE COMPANY—Continued 

Reserve for accident and 
health claims 

Cash in suspense 


12,876.97 
9,778.55 


160,149.27 
5,139.14 


173,026.24 
14,917.69 


Total liab. except cap.. $8,650,357.66 
Capital paid up 250,000.00 
Surplus unassigned funds 100,470.97 


$9,000,828.63 


$1,831,705.14 $10,482,062.80 
250,000.00 
157,807.29 258,278.26 


$1,989,512.43 $10,990,341.06 


Totals 
The above computations are made on the basis of the figures 
shown in the annual statements as filed by the Company with the 
Insurance Department, and are subject to modifications affecting 
certain assets and liabilities established by the examiners as shown 
in following pages of this report. 

In conclusion the examiners stated : 

“The results of this examination show that the Northern Life 
Insurance Company is in good financial condition, with assets cover- 
ing reserves, capital and surplus to adequately protect its policy- 
The company’s growth has been steady and consistent, and 
its policyholders are extended every consideration pertaining to their 
contracts”. 


holders. 


NORTHWESTERN NATIONAL LIFE INSURANCE CO., 


MINNEAPOLIS, MINN. 

Drive to Cut Lapse Rate 
A drive to cut its present lapse rate by at least one-third has 
launched by Northwestern National with President O. J. 
Arnold at the helm. Carl A. Peterson, supervisor of agencies, has 
been selected by President Arnold to assist him in this conservation 
effort. Mr. Peterson will take direct charge of the campaign, work- 
ing chiefly with general agents. Mr. Peterson's training and ex- 
perience in the field make him well qualified for the task, which 
will be in addition to his present work of placing new general 
agencies for the company. This war against lapses will not be a 
spasmodic campaign, nor has a definite time limit been set. Its 
object, as explained by President Arnold, is to effect a persistent 
and permanent improvement 
whose percentage is too high. 
In setting a one-third reduction as his goal 
feels that he is not asking the impossible, for this is exactly what 
was accomplished some years ago when persistent concentration 


been 


against lapses by the men on the firing line enabled Northwestern 


National to cut one-third from its lapse ratio. 


OCCIDENTAL LIFE INSURANCE COMPANY, 
LOS ANGELES, CAL. 
Single Premium Insurance and Annuity Contract 
The Occidental Life is issuing a Single Premium combined In- 
surance and Annuity contract for those who wish to make a safe 
investment with a reasonable return without the usual 


attending the investment of funds. The following benefits and 


provisions apply in this contract: (1) The principal is returned to | 


the beneficiary at death; (2) interest on the principal is guar- 
anteed at not less than 34%; (3) company’s practice is at present 
to pay 144% excess interest making a total of 5% on the principal 
sum; (4) loan values ranging from 95% of the principal sum in 
the first contract year to 100% in the sixth and subsequent years. 
For deposits of $10,000 or less no medical examination is required. 


OLD COLONY LIFE INSURANCE COMPANY, 
CHICAGO, ILL. 
Bond Issue 

This company has floated a bond issue in the amount of $500,000, 
6%, ten year bonds dated May 9, 1931, the purpose being to re-finance 
an incumbrance on the company’s eleven story building. This issue 
is secured by a first mortgage on the building and leasehold estate, 
location Quincy and Wells Streets, Chicago. The Chicago Title 
and Trust Company is trustee for the issue. The company has the 
option of redeeming the bonds on May 9, 1932 or any interest date 
thereafter. 


OLD LINE INSURANCE COMPANY, 
LINCOLN, NEB. 
Complaints Dismissed 
The complaint filed by the Nebraska Life Agency Managers As- 
sociation against this company charging rebating has been dis- 
missed. The Insurance Commissioners ruling follows: 





in the lapse ratio of every fieldman 


President Arnold | 


anxiety | 





STATE OF NEBRASKA, DEPARTMENT OF TRADE AND 
COMMERCE. 
In re: 

Complaint, Nebraska Life 
Agency Managers Associa- 
tion, a corporation v. Old 
Line Insurance Company 
et al 

The complaint against the Old Line Insurance Company is dis- 
missed. 

The complaint against G. G. Withers and F. R. Eaton is sus- 
tained and they are found guilty of rebating and the license of 
each as life insurance agent is revoked. 

Mr. E. E. Arnold and Mr. J. A. Magnuson are cited to appear 
on August 20, 1931, at 10:00 A. M. and show cause why their 
licenses as life insurance agents should not be revoked. 

Ross Brown, one of the accused agents, was called as a wit- 
ness by the complainants. In response to a question asked by 
the complainants attorney, if he had not written life insurance 
at two or three dollars per thousand, he stated that he had sold 
life insurance at approximately $3.00 a thousand. It is con- 
tended by Mr. Brown's attorney that in answering this question 
he gave testimony against himself, and that under our statute 
he cannot be held in this proceeding. The statute provides that in 
a proceeding before the Insurance Department a witness called 
must testify and that he can only be held for perjury. While 
I am not entirely satisfied with this construction of the law as 
applied to the testimony given by Mr. Brown, I am giving him 
the benefit of the doubt and dismiss the complaint against him. 

Lee Herdman 
Acting Commissioner of Insurance 
& Securities 
LH:EW 
OREGON MUTUAL LIFE INSURANCE COMPANY, 
PORTLAND, OREGON 
Convention Examination Favorable 

A Convention Examination of Oregon Mutual under date of 

August 25, 1931, which was favorable was made by the States of 
Continued on page 349 











THE OPEN ROAD AHEAD 


Ambitious agents of the Peoria Life can set their 
minds at ease about the possibilities of their future. 
Their opportunities are limited only by their ability, 
and their willingness to put forth the effort necessary 
to win the success to which their talents entitle them. 
Which, by the way, is all that a reasonable man ex- 
pects or an ambitious man hopes for: a chance to make 
good according to his capacity, the knowledge that his 
achievements will certainly be recognized and amply 
rewarded. 

If his taste is for the production of a large personal 
business, the Peoria Life agent has every advantage. 
He enjoys the utmost in home office cooperation and 
support. He has policy contracts embracing every 
liberal feature of modern life insurance, and the widest 
range of prospects including men and women on equal 
terms and children of any age from birth. Interesting 
campaigns and practical selling helps constantly stimu- 
late and encourage his enthusiastic activity. 

Or—if his ambition is the development of a thriving 
and successful agency, that road, too, lies open before 
him, “All promotions from the ranks” has always been 
a fundamental principle with the Peoria Life. This is 
not merely a pleasant theory—it is a fact that the Com- 
pany’s agency supervisors and managers are Peoria 
Life agents who have come up from the ranks to their 
present positions of distinction and prosperity. 


PEORIA LIFE INSURANCE 
COMPANY 


Peoria 3 3 Illinois 
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In 1931 


Be the Outstanding 
Life Insurance Man 
in Your Community 


Our Service Will Help You 





MASSACHUSETTS MUTUAL LIFE 


INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
Organized 1851 


More Than Two Billion Dollars 
of Insurance in Force 

















1851 “80th Anniversary Year” GENT 


1931 iN 
HIRE 

ASK ANY BERKS 

OUR AGENTS ARE SELLING 
FOLLOWING LEADERS 


LOW COST PREFERRED RISK POLICY 


2 Pe 


12% GUARANTEED INCOME POLICY 


* * - a * 


WHOLE LIFE—PAYABLE AT 85 
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MODIFIED WHOLE LIFE—PAYABLE AT 85 


 - =F Pe 


RETIREMENT INCOME AGE 60 OR 65 


. 2 fF | sS 
DISABILITY AND DOUBLE 
INDEMNITY FEATURES WITH ALL OTHER 
LIBERAL CONTRACT FEATURES 


* * * ” * 
80 YEARS OF SERVICE TO POLICYHOLDERS 
AND FIELD FORCE 


BERKSHIRE LIFE INSURANCE 
COMPANY 


Incorporated 1851 


PITTSFIELD. MASSACHUSETTS 


























STATE MUTUAL LIFE 
ASSURANCE COMPANY 


- of :- 


Worcester, Massachusetts 


And Now — 
“BRASS TACKS” 


A New Training Course For 
“YOUR FIRST WEEK WITH 
THE STATE MUTUAL.” 


Incorporated — 1844 
Eighty- Seven Years of Service 
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Preface 


It was to the purpose of safeguarding finan- 


cial futures that the Mutual Benefit was 
dedicated over eighty-six years ago. Expe- 
rience gained in over three-quarters of a 
century of judicious investment of funds 
renders it one of the strongest financial in- 
stitutions in the world to-day. A portfolio 
of the country’s soundest securities back 
every outstanding policy contract. In view 
of these facts, insuring in the Mutual Benefit 
is a fitting preface to financial security. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 





..-modern life insurance since 1845... 
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OREGON MUTUAL LIFE INSURANCE CO.—Continued 


California, Washington and Oregon. 
The following excerpts and comment covers the principal points 
in the report: 


Low Lapse Ratio 
“It is worthy of note that policies are being renewed with com- 
mendable regularity, as disclosed by a distinctly low lapse ratio. 


Dividends to Policyholders 

“Dividends are regularly declared by the Board of Directors 
as of March 1st each year, applicable during the ensuing twelve 
months on the anniversaries of the policies affected. A special 
extra dividend of 20% of the amount called for by the regular 
dividend scale was declared in 1929. 

“Interest on funds left with the company is being allowed 
at the rate of 4.8% per annum. 

“The dividend scale results in an equitable distribution of what 
we believe to be a satisfactory dividend, permitting at the same 
time a reasonable growth of unassigned funds. 


Real Estate Loans 

“Particular attention was paid to the appraisals upon which 
the loans are based. As a result of our study of the files we 
consider these appraisals to be conservative, a conclusion which 
we deem justified also by the highly satisfactory condition of the 
loans themselves. 

“During the three years under review only four foreclosures 
took place by reason of default on the part of the mortgagors— 
an eloquent testimony to the high quality of the loans and to the 
administrative care bestowed upon them. 


Bonds 

“The company’s bond holdings of June 30, 1931, consisted of 
the following classes of securities, which are listed below at par 
values, book values and market values: 

Par Book Market 

Classification Value Value Value 
U. S. Government $149,000.00 $152,344.69 $154,520.00 
Foreign Government 121,000.00 118,002,08 103,882.50 
Foreign, State, Province 

and City 40,000.00 38,757.49 31,887.50 


State, County & Municipal 1,794,507.16 1,833,593.43 1,833,997.62 | 
850,518.75 | 


tailroad 871,500.00 
Industrial 120,000.00 119,284.68 109,062.50 
Mortgage ..*. 153,000.00 132,800.00 
Public Utility 1,967,000.00 1,930,083.86 1,964,660.00 

$5,216,007.16 $5,188,516,80 $5,181,328.87 

“It will be noted that the aggregate book value of the com- 
pany’s portfolio, as shown in the foregoing schedule, exceeds 
the aggregate market value by less than $7,200. and this as a 
result of what your examiners consider highly conservative valu- 
ations, It is because of this favorable showing that we believe 
the amortized book value to be a fair and reasonable measure 
when applied to the company’s investment in bonds, more espe- 
cially in view of the fact that the company has consistently re- 
frained from trading in these securities for profit and has selected 
its investments exclusively on the basis of security of principal 
and adequacy of income. 

“On the basis of our analysis we take pleasure in commending 
the management for its outstanding conservatism and good judg- 
ment in the administration of the company’s investment policy. 

“None of the bonds were in default, either as to principal or 
interest. The interest yield of the company’s mean investment in 
bonds for the six months ended June 30, 1931, on an earned 
basis, was approximately 5.11% per annum. 


$43,696.59 


Home Office Property 
“The company’s home office property is located at the north- 
east corner of Eleventh and Alder Streets, in the City of 
Portland, Oregon, and has a frontage of fifty feet on Eleventh 
Street and one hundred feet on Alder Street. It is improved 
with a modern and serviceable two-story office building, occupied 
entirely by the company and its home office agency. 
“The building is well constructed, attractively faced with 
Georgia marble, and is adequately lighted and equipped with 
Continued on next page 








GREAT SOUTHERN 


agent contracts are direct 


with the company 


Under such a system there is natur- 
ally a stronger bond of cooperation 
existing between the company and 
its field representatives. This associ- 
ation makes for a stronger, closer 
allied working force which, operat- 
ing under uniform harmonious con- 
ditions with the company, has re- 
sulted in the Great Southern’s 
remarkable progress during its 22 
years of business. 
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OREGON MUTUAL LIFE INSURANCE CO.—Continued 
heating facilities and fireproof vaults and safes. 
in excellent repair. 

“An official appraisal, 
ceding examination, 
of the property: 

Land 


It is being kept 


made in connection with the last pre- 
gives the following estimate of the value 


$120,000.00 
100,000.00 
Total $220,000.00 
“In view of this conservative appraisal, which is about $14,000.00 
less than the company’s total investment therein, it was deemed 
unnecessary to obtain another appraisal at this time, particularly 
in view of the fact that the company does not desire to claim a 
value for this property in excess of the book value of $175,000.00. 
Your examiners in agreement with the company, have refrained 
from setting up additional value, although it is reasonably cer- 
tain that an excess of approximately $45,000.00 would be justi- 
fiable. 


Conclusion 
“The financial statement herein submitted discloses the follow- 
ing condition as of June 30, 1931: 
Total Admitted Assets 
Liabilities and Reserves, Other than Contingent Re- 
serve for Fluctuations 10,205,056.97 
Surplus: _- —_—--- 
Contingent Reserve for Fluctuations $175,000.00 
Unassigned Funds 632,817.03 
Total Surplus $807,817.03 

“This surplus represents an increase over that existing on De- 
cember 31, 1930, of more than $40,000.00, and of more than $162,- 
000.00 over that existing on June 30, 1928, as disclosed by the 
last examination. 

“It reflects an excellent financial condition and a consistent 
growth, assuring the company’s policyholders a full measure of 
protection. 

“The company’s management is to be especially congratulated 
upon the highly satisfactory results of an investment policy 
which has succeeded in maintaining the character and value of 
its securities on a high level in the face of a prolonged and 
serious financial depression.” 


$11,012,874.00 


THE PACIFIC MUTUAL LIFE INSURANCE CO., 
LOS ANGELES, CALIF. 


Increases Single Premium Rates 


The Pacific Mutual announces that due to the steady decline 
in interest rates and the increased selection against the Company 
by applicants for annuities it is imperative that they make an 
adjustment in the Single Premium Annuity rates in effect since 
January 1921. 


Single Premium for $100 Annual Annuity 
Men 
35 40 45 50 55 60 
$1,759 $1,645 $1,503 $1,360 $1,208 $1,058 
Women 
1,833 1,729 1,597 1,462 1,323 1,176 
Annual Income Purchased by $1,000 


$907 


1,025 


Men 
$56.85 $60.79 $66.53 $73.53 $82.78 $94.52 $110.25 $131.58 


Women 


54.56 57.84 62.62 68.40 75.59 85.03 97.56 


114.55 


Single Premium for $100 Annual Annuity—Cash Refund 
M 


en 
$1,856 $1,757 $1,648 $1,530 $1,403 $1,271 $1,135 $997 


Women 
1,923 1,832 1,730 1,618 1,498 1,372 1,239 1,103 


Annual Income Purchased by $1,000—Cash Refund 


Men 
$53.88 $56.92 $60.68 $65.36 $71.28 $78.68 $88.11 $100.30 


Women 


52.00 54.59 57.80 61.80 66.76 72.89 80.71 90.66 








**Why Life Insurance”’ 


Is An Open Book 
To Pan-American Life Men 
This company’s new training guide booklet by 


this title has simplified selling the average man 
for the Pan-American Agency Organization. 


The booklet “Getting Acquainted With The 
Pan-American” tells more about this company 
and the advantages of its contracts. 


enn 


Write 
Teo M. Simmons 
Manager United States Agencies 


Crawrorp H. E.uis 
President 


E. G. Simmons 


Vice-President and 
General Manager 





PACIFIC STATES LIFE INSURANCE COMPANY, 
HOLLYWOOD, CAL. 


New Special Select Ordinary Life Policy 


The Pacific States Life has just gotten out a new Select Risk 


Ordinary Life policy which is issued to preferred risks only for 


a minimum amount of $2,500. The contract is on a non-partici 
pating basis and has a very low premium rate. Rates and cash 
values follow: 


Select Ordinary Life Per $1,000 


Age 20 25 30 35 40 45 50 55 60 

Reg. Prem. $13.01 $14.72 $16.85 $19.71 $23.38 $28.35 $34.99 $44.48 $57.25 

With W. P. 13.36 15.13 17.35 20.34 24.20 20.47 36.55 46.75 

With W. P.& 
M. I. 


15.57 17.59 20.10 23.45 27.77 33.58 41.32 52.30 


Cash Values 


$13 $16 $20 $26 $32 $42 
26 32 40 52 67 86 
67 84 105 130 161 197 
119 146 179 219 264 314 
174 213 28S 310 367 426 


eran 
BRE 


es 
PA 
ao 


Licensed for Life Insurance in Illinois 


On August 11, 1931 the Pacific States Life was licensed to 
transact a life insurance business in the state of Illinois. It had 
previously been licensed to transact accident and health insurance 
but the Illinois Insurance Department claimed that this did not 
also authorize it to transact a life business. This, however, has 
now been settled and the company will write life insurance in 
that state. 
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Missouri Department Action 


The Insurance Department of the State of Missouri recently re- 
fused to relicense the Pacific States because it failed to furnish 
information regarding the amount of reserves to be deposited 
in Missouri to cover Missouri business. The Federal Court of 
Kansas City has granted a temporary order restraining the In- 
surance Department from revoking the company’s license. The 
company, therefore, can continue to do business until this matter 
is adjusted. The company maintains that it has sufficient reserves 
on deposit with the Colorado Department and, accordingly, does 
not deem it necessary to furnish the Missouri Department the 
information requested. 


PHYSICIANS MUTUAL LIFE CLUB 


of 
HOME PROTECTIVE ASSOCIATION 


of 
WACO, TEXAS 


Injunction Granted 


It is reported that a temporary injunction has been granted 
by the State District Court against this association and its officers 
restraining them from transacting an insurance business until a 
further hearing. The suit was instituted by the Attorney General 
of the state in which he alleged violations of the insurance laws, 
including a charge that the association was a fraternal beneficiary 
society and not authorized to do a general insurance business. 
The association operates a post-mortem assessment plan insuring 
a specific group of individuals. 


PROVIDENT LIFE & ACCIDENT INSURANCE CO., 
CHATTANOOGA, TENNESSEE 
Reinsures Accident and Health Business 


The Provident Life & Accident acquired, with very few excep- 
tions, the entire health and accident business of the Southern 
Surety Company of New York, effective September Ist. The an- 
nual premium income on the business taken over is approxi- 
mated at $1,000,000 which together with the Provident’s own 
business gives an income in the accident and health department 
of approximately $6,000,000 a year. 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY, 
PHILADELPHIA, PA. 
New Provident Business Policy 


In many sections of the country there is a place for a whole 
life policy with the large cash values resulting from the use of 
the 3% reserve basis. This is especially true where the emphasis 
is laid upon ledger costs as in corporation or partnership insur- 
ance, 

To meet this need beginning September 15, the Provident Mutual 
shall issue a whole life policy on a 3% reserve basis with pre- 
miums ceasing at age 85. The rates for this policy on a $10,000 
basis are illustrated in the following table: 

Age Premium Age Premium 
25 $200.10 45 $369.40 
30 227.10 50 453.30 
35 262.00 55 569.10 
40 307.90 60 730.90 

It will be found that these rates are close to the rates on the 
38% ordinary life policies issued by several companies. 

The new policy will be issued on a $5,000 minimum basis. For 
the present the policy will be issued only on the standard basis. 
Cash and loan values will be computed on the 3% reserve basis 
using the rules applicable to the 344% policies. Paid-up and ex- 
tended insurance values will be participating. Disability and ac- 
cidental death benefits may be included. Standard options will 
apply as in 344% policies. 

The limits for insurance will be the same as on ordinary life. 
In adopting the new policy the only change required in the Com- 
pany’s 314%4% line of policies will be the elimination of the limited 





payment life policies with premiums extending beyond age 80. 
For example, the new policy will replace 344% twenty payment 
life at age 65, the twenty-five payment life at age 60, and the 
thirty payment life at age 55. 

This policy will be useful in cases of business insurance where 
cash values and ledger costs play an important part. 


Term Insurance Changes 


In line with the tendency in many quarters to place term 
insurance on a lower premium basis the Provident Mutual term 
premiums will be substantially reduced at most ages. Illustra- 
tive rates on a $10,000 basis are shown in the following table: 


5 Year Term 10 Year Term 
New Old New Old 
$96.80 $110.90 $97.70 $113.40 
105.60 125.00 113.20 131.00 
153.80 162.70 176.90 182.70 
206.10 208.30 242.50 243.20 

289.30 288.40 Not Issued 


The company has found that the mortality under policies con- 
verted from term insurance without medical examination has 
been running abnormaly high. This will mean an increase in the 
net cost under term insurance so that the company will be jus- 
tified from the point of view of mutuality in continuing to pay 
regular dividends under the converted policies. The net cost on 
term insurance has heretofore been unusually low and it will be 
well to have the contract placed upon a self-supporting basis. 
Five year term under the new rates may be issued not only with 
the disability provision but also with the double accident benefit. 


5 Year Term—Net Costs 


Age 25 30 35 40 45 50 55 

POON. 05 ; $9.68 $9.88 $10.56 $12.25 $15.38 $20.61 $28.93 
7.12 747 817 9.71 12.28 17.07 24.49 
7.06 741 816 9.70 12.27 17.06 24.31 
699 7.35 815 9.69 12.26 17.05 24.13 
6.92 7.28 814 9.68 12.25 17.04 23.95 
685 7.21 813 9.66 12.24 17.03 23.77 





Total 5 
Yr. N. C. $33.65 $34.94 $36.72 $40.75 $48.44 $61.30 $85.25 $120.65 


10 Year Term—Net Costs 


Age 25 30 35 40 45 50 

Prem. $9.77 $10.18 $11.32 $13.65 $17.69 $24.25 
6.96 7.32 7.71 865 10.60 14.02 19.70 
691 7.26 7. 8.64 10.59 14.01 19.66 
6.86 7.19 6 8.63 10.58 14.00 19.62 
6.81 7.12 A 8.62 10.57 13.99 19.58 
6.76 = 7.05 d 8.61 10.56 13.98 19.54 
6.50 6.70 - 8.56 10.51 13.93 19.32 





Total 10 
Yr. N. C. $67.34 $70.14 $75.30 $86.05 $105.55 $139.75 $195.17 


Provident Business Policy—Net Costs 


Age 20 25 30 35 40 45 50 55 

Prem. .... $17.88 $20.01 $22.71 $26.20 $30.79 $36.94 $45.33 $56.91 
12.56 1449 16.82 19.98 24.28 30.09 37.74 47.91 
12.39 14.33 16.64 19.70 24.06 29.81 37.33 47.29 
12.27 14.14 1645 19.57 23.85 29.51 36.84 46.69 
12.14 13.95 16.24 19.34 23.62 29.19 36.36 46.07 
12.01 13.75 16.05 19.13 23.35 28.85 35.90 45.41 
11.13 12.76 15.08 18.14 21.98 26.76 33.26 42.29 
10.18 11.85 14.13 16.86 20.07 24.39 30.52 39.53 
9.31 10.98 12.92 15.08 17.90 21.94 28.10 37.63 





Total 10 
Yr. N. C. $118.94 $136.41 $159.47 $190.63 $232.01 $285.48 $355.95 $450.90 





Total 20 
Yr. N. C. $219.98 $254.09 $299.38 $356.64 $430.24 $526.85 $659.07 $845.31 
Continued on next page 
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AMERICAN NATIONAL 
Insurance Compan 


GALVESTON, TEXAS 


Ordinary and Industrial Life, 
Accident and Health and 
Group policies 


Operating from coast 
to coast, the Gulf of 
Mexico to the Great 
Lakes, Cuba, Hawaii 
and Porto Rico. 


W.L. Moony, Jr., 
President 
W. L. Moony, III, 
Vice-President 
J. B. M111, 
Asst. Vice-President 


SHEARN Moopy, 
Vice-President 
FRANK B. MARKLE, 
Vice-President 
W. J. SHaw, 


Secretary 




















THE CoLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 


A Massachusetts Company 


— 
~ 





t 





Life, Accident and Health 


Insurance 


Issues Guaranteed Low Cost Policies 


Offers Attractive Agency Connections 


ARTHUR E. Cups, President 


For further information, communicate with nearest 
General Agent or our Agency Department, 77 Frank- 
lin St., Boston, Massachusetts 











PROVIDENT MUTUAL LIFE INS. CO.—Continued 


Cash Values—Business Policy Per $1,000 

20 25 30 35 40 45 50 
$33 
61 
90 
120 
253 
382 
506 


$1 
10 
21 
33 


$2 
14 
28 
41 
99 120 
160 194 
231 277 
RELIANCE MUTUAL LIFE INS. CO., 
CHICAGO, ILL. 
June 30, 1931 Statement Figures 


$6 
20 
36 
51 


$17 
37 
58 
79 
178 
280 
386 


$24 
48 
73 
98 
214 
330 
445 


329 


Total Admitted Assets 
Net Reserve 

Surplus & Special Funds 
New Premiums 
Renewal Premiums 
Total Income 

TSE TIDES, 6x. 6 cw ciee s cevddenscsdvesvesioves 
Losses and Endowments 
Insurance Written 
Insurance in Force 
Mortality Ratio 

Net Interest Earned 


$723,849.00 
560,369.00 
159,100.00 
6,053.00 
31,673.00 
53,009.00 
37,639.00 


2,502,315.00 
60.0% 


SECURITY LIFE INSURANCE COMPANY, 
CHICAGO, ILL. 
Hearing Postponed 


Judge Charles C. Simons in the United States District Court at 


———————— = 


17,000.00 | 
180,000.00 | 


5.5% | 


Detroit postponed from September 8th to a later unnamed date | 


the hearing on the motion to make permanent the injunction 
recently secured by the Security Life, restraining the Insurance 
Commissioner of Michigan from refusing to renew the Company’s 
Michigan license. 


SHERIDAN LIFE INSURANCE COMPANY, 
CHICAGO, ILL. 
Reinsured by 
Cosmopolitan Life Insurance Company of Chicago, Ill. 


Effective July 28, 1931 a reinsurance contract was entered into 
by and between the Sheridan Life and the Cosmopolitan Life 
Under the terms of the agreement the Cosmopolitan Life rein 
sures all of the business and takes over all of the assets of 
the Sheridan Life and will from now on conduct the business 
of that company in the combined company which will be known 
as the Cosmopolitan Life Insurance Company. The liabilities 
assumed by the Cosmopolitan Life included 2000 shares of the 
capital stock of the Sheridan Life, which is all of its authorized 
and issued stock. For this stock the Cosmopolitan Life agrees 
to pay four shares of its own stock for each share of the 2,000 
shares and shall not in any way be bound to issue 
8,000 shares of stock for the Sheridan exchange. 


more than 


SUN LIFE ASSURANCE COMPANY, 
MONTREAL, CANADA 
Declares Regular Dividend 


The directors of the Sun Life have declared the regular quar 
terly dividend of $6.25 on the $100 paid in value of the company’s 
stock. The dividend is payable October Ist to shareholders of 
record September 15th. 

TRINITY BOND INVESTMENT CORPORATION, 
FORT WORTH, TEXAS 
Another Bond Company 


This company is now engaged in selling an issue of its so 
called “bonds” along the lines of previously organized companies. 
The bond is a five year payment ten year endowment bond, the 
principal sum being $1000 and the annual payment $150. At the 
end of ten years the contract provides for the payment to the 
holder of $750 in cash and ten fully paid shares of capital stock 


in the Trinity Reserve Life Insurance Company which the bond 





into 

.ife 

pin- 
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company values at $25 per share, Also the bond provides for 
the distribution of annual bonuses that may be paid out of 
profits or surplus of the corporation. This bonus fund is to be 
divided into 5000 equal parts and shall be equal to $2.00 per each 
$1000 of life insurance in force that the company has at the end 
of the year preceding the date on which the bonus becomes pay- 
able. The bonus payments begin on the second anniversary of 
the contract, 


UNION CENTRAL LIFE INSURANCE COMPANY, 
CINCINNATI, OHIO 
Union Central’s Regional Meeting 

Nearly 250 producing agents, Managers, General Agents and 
Ilome Office officials of the Union Central Life Insurance Com- 
pany assembled at the Ritz-Carlton Hotel at Atlantic City, N. J., 
September 7, to open the Company’s Eastern Regional Meeting. 
The group included representatives from Agencies in New Eng- 
land, New York, Pennsylvania and the eastern seaboard as far 
south as Virginia. 


Sessions began September 8th when President Jesse R. Clark 
greeted the assembled agents and opened one of the most profit- 
able Union Central gatherings ever held, from the standpoint of 
inspiration and free exchange of workable selling ideas. Other 
speakers on the program were the following Home Office execu- 
tives: George L. Williams, Vice-President and Chairman of the 
Board; Jerome Clark, Superintendent of Agencies; Dr. William 
Muhtberg, Medical Director; Richard 8S. Rust, Assistant Secre- 
tary; Arthur J. Koeppe, Assistant-Actuary; Wendell F. Hansel- 
man, Assistant Superintendent of Agencies; Mark 8S. Trueblood, 
Assistant Superintendent of Agencies. 

Members of the Field Force listed on the program were: Gen- 
eral Manager Charles B. Knight of the New York Agency; 
Joseph P. Devine, General Manager, The Home Office Agency 
at Cincinnati; James M. Woodhouse, Manager, Boston; Manager 
J. Henry Hooper and George Hebner, Jr., Baltimore; Herbert 
J. Atkinson, Boston; Ernest W. Culberson, New York, Louis 
Guberman, New York, Diederich H. Ward, New York; Associate 
Manager Leo J. Burns and Supervisor Edward S. Diem, Buffalo; 
J. Mitchel Thorsen, New York; L. Evelyne Grieve, New York. 





UNION MUTUAL LIFE INSURANCE COMPANY, 
PORTLAND, MAINE 
Surrender Charge Discontinued 


This company contemplates discontinuing the surrender charge 
in its policies after the tenth year. We understand that this 
is to become effective in September. 


UNITED FIDELITY LIFE INSURANCE COMPANY, 
DALLAS, TEXAS 
New Rates, Etc. 


The United Fidelity recently issued its new rate book which 
contains a number of changes in rates and policies. 

The company now_has three Ordinary Life and three 20 Pay- 
ment Life policies with different rates of premium and commission. 
The Ordinary Life Endowment at Age 85 policy matures as an 
Endowment at age 85, and is identical with the company’s old 
policy, except that it is profit-sharing after 20 years; the regular 
Ordinary Life policy has lower rates and is also profit-sharing 
a.ter 20 years; the Select Risk Ordinary Life policy has the 
lowest rate, is non-participating, minimum amount $2,500.00. The 
three 20 Payment Life policies are similar to the above, except 
that the premium paying period is 20 years. New policies are: 
20 Year Term, Ordinary Life, 20 Payment Life, 25 Payment Life, 
Life, Paid Up at 60, 30 Year Endowment, 20 Pay Life, Family 
Income, Child’s 20 Payment Life, Child’s 10 Payment Life, Child’s 
30 Year Endowment, Single Premium Policies, Single Premium 
Life Annuities. we 

The Money-Metr Club policies are written on the Ordinary 
Life, 20 Payment Life and both Endowment at age 65 plans. 
The distinctive feature of these policies is that they are monthly 
income policies and the premiums are payable montlhy. The 
monthly income unit is $60.00 per month ($2.00 per day) and the 
monthly premium unit is $5.00 per month.-. In this way, the 
premium and the monthly income are fixed, but the period of the 
monthly income varies according to the plan, benefits, and age. 

Continued on next page 
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The Formula of Success 


IFE INSURANCE can be explained in plain, everyday language. The 
facts can be simply stated. People need to be told about life insurance 
by one who knows life insurance and its adaptability. Salesmen of in- 

tegrity, ability and courage who will work systematically and plainly state the 
facts of life insurance service will be Masters of their craft and successful. 
THE MUTUAL LIFE OF NEW YORK, with its long history of increasing suc- 
cess, offers opportunity. It writes Annuities and all Standard forms of life 
insurance. Disability and Double Indemnity Benefits. It has many prac- 
tices to broaden and expedite service for Field Representatives and for Poli- 


cvholders. 


Those contemplating engaging in life insurance field work as a career of 
broad service and personal achievement are invited to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street 


DAVID F. HOUSTON 
President 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


an 
Manager of Agencies 
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UNITED FIDELITY LIFE INS. CO.—Continued 


The Return Premium Benefit (RP) provides that in case of 
death of the insured, the premiums already paid in would be 
paid to the beneficiary in addition to the face amount of the 
policy. This benefit expires entirely at the end of twenty years, 
at which time the premium therefor also ceases. This benefit 
may be added only on policies with premium-paying period of 
twenty years or more, and in no case may it be added to a term 
policy, child’s policy, or joint life policy. 

The rates under most policies have been considerably decreased. 
Policies have been liberalized in many ways. The following 
policies are now Profit-sharing after 20 years: Ordinary Life 
Endowment at Age 85; 20 Payment Life Endowment at Age 85; 
20 Payment Life Coupon; Endowment at Age 65, Twenty Pre- 
miums; Ordinary Life; 20 Payment Life; Child’s 20 Payment Life. 


"Ordinary Life (Regular) 
Age 20 25 30 35 40 45 50 55 60 


Reg. Prem. $13.77 $15.48 $17.68 $20.55 $24.79 $30.56 $38.34 $48.98 $63.68 
+ Extra for 

ot eee 35 42 50 63 82 
+ Extra for 

M. I. ..... 2.81 3.12 3.50 400 4.64 548 657 8.16 


Ordinary Life (Select Risk) 
Age 20 25 30 35 40 4 50 55 60 
Reg. Prem. $13.48 $15.10 $17.19 $19.91 $23.50 $28.52 $35.38 $45.38 $59.85 
+ Extra for 

Je 3 4 © 2&8 8 111 18 28 
+ Extra for 

M. I. ....- 2.81 312 350 400 4.64 548 657 8.16 


20 Year Term 
Age 20 25 30 35 40 45 50 
Reg. Prem. .-+ $8.60 $9.40 $10.80 $13.86 $18.91 $26.52 


20 Payment Life (Regular) 
Age 20 25 30 35 40 45 55 60 
Reg. Prem. $21.76 $23.68 $26.02 $28.89 $32.90 $38.17 $44.89 $53.84 $67.48 
+ Extra for 

W. P. 29 23 3889 1 .71 100 150 2.32 
+ Extra for . 
3.65 3.87 406 428 453 546 661 8.12 


20 Pay Life (Select Risk) 
Age 20 25 30 35 40 45 50 55 60 
Reg. Prem. $20.72 $22.53 $24.71 $27.40 $30.75 $35.27 $41.89 $50.53 $62.99 

Disability premiums are same as under Regular 20 Pay Life. 


Life, P. U. at 60 
Age 20 25 30 R 40 
Reg. Prem. $15.08 $17.41 $20.63 $25.29 $32.90 
+ Extra for 

we oe 32 37 45 55 71 
+ Extra for 

mm. % 2.78 3.08 3.45 3.91 4.53 

* Profit-sharing after 20 years. 

+ New form disability; old form at much lower rates is issued 
in Texas only. ‘ 


45 


UNITED PACIFIC LIFE INSURANCE CO., 
SEATTLE, WASH. 


Stock to Have Wider Distribution 


For the first time since this company’s organization, a public 
offering of its capital stock is being made by an investment bank- 
ing syndicate composed of Ferris & Hardgrove, Murphy, Favre 
& Co., and Drumheller, Ehrlichman & White. The offering con- 
sists of 5,000 shares, representing part of the holdings of United 
National Corporation, which organized the Company and hereto- 
fore was the sole owner. The issue does not represent any in- 
crease in the company’s capital. “It, has been the opinion of 
the officers of the United Pacific Life Insurance Company for 
some time that it would be to the best interest of the company 
to have a larger number of stockholders,” commented H. O. 
Fishback, Jr., vice-president and secretary of the life company. 

The company recently amended its articles of incorporation 

Continued on page 356 

















Home Office 
PEOPLES LIFE INSURANCE CO. 
FRANKFORT, INDIANA 
“THE FRIENDLY COMPANY” 
Insures All Ages 1 to 60 Inclusive 
Opportunities in 
Indiana, Illinois, Ohio, Michigan, Ten- 


nessee, Arkansas, Iowa, California and 
Texas 


























Four Franklin 
“Safety-First Policies’ 


The Economist 
. Family Income 
. O.L. Preferred Risk 
. 20 Year Term 


Maximum protection; minimum 
cost; automatic or optional con- 
vertibility; investment advantages; 
deposit privilege. These provisions, 
in various useful combinations to 
meet present needs, are features 
of these “‘safety-first” policies. De- 
tails furnished on request. 





THE FRANKLIN LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 
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GeneralA gency... 


We are seeking general agents for Louisville, Ky., and 
Philadelphia, Pa. 


If you have a record of accomplishment back of you we 
shall be glad to hear from you. We offer a worthwhile 
contract and real cooperation to the right men. 


ORD 


The Manhattan Life Insurance Company 


Founded 1850 
654 MADISON AVENUE at 60th STREET, NEW YORK, N. Y. 


Tuomas E. Lovejoy, President 





LIFE AGENTS 


Since the inception of Life Insurance members of your profession 
have been instrumental in insuring the success of their clients. 
Often times to the extent that they have forgotten that they too 
would some day have to measure their own success. 


Analyze your case. Are you satisfied that you are successful or 
that you are becoming soP If not, write us immediately in order 
that we may show you how we can insure your success, at the 
same time insuring the success of your clientele. 


Address your communication to 


The Minnesota Mutual Life Insurance Co. 


Saint PAuL, MINNESOTA 
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SPECIALISTS — INSURANCE PROFESSIONS 
ACTUARIES 


ILLINOIS 


INDIANA 


NEW YORK 








DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 NorRTH LA SALLE STREET 
CHICAGO, ILL. 


TELEPHONE, STATE 7298 





ERSTON L. MARSHALL 
Actuary 
LaFayette Lire INSURANCE Co. 


LaFayette, INb. 





Woopwarb, FoNpILLER AND Ryan 


Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 














MISSOURI 





OKLAHOMA 








J. Charles Seitz, F.A.L.A. Consulting Actuary 


Author “A System and Accounting for a 
Life Insurance Company.” 
Attention to 
Legal Reserve, Fraternal and Assessment 
usiness—Pensions 
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UNITED PACIFIC LIFE INSURANCE CO.—Continued 


changing the par value of its stock from $100 per share to $10 
per share. No increase or in the authorized capital 
stock was made. 


decrease 


WESTERN MUTUAL LIFE INSURANCE CO., 
FARGO, NORTH DAKOTA 


Special Building and Loan Policy 


Schedule A shows the amount of insurance in force for each 
sic months period covering plans from 5 to 12 years inclusive. 
The table is so designed that the amount in force at the begin- 
ning of each period should equal or exceed the difference be- 
tween $1,000 and the credit to the member on the books of his 
suilding and Loan Association. As he continues the monthly 
payments, his credit increases, but his insurance remains the 
same until the beginning of the next semi-annual period. The 
plan is identical for both loans and savings accounts. In case 
of the death of a borrower, assuming his payments have been 
kept up, the insurance pays the mortgage in full and, in most 
eases, should pay to the beneficiary some additional cash, In 
case of the death of an investor, the amount of insurance in 
force plus the savings should at all times equal or exceed $1,000, 
assuming that payments on his savings account have been 
promptly made. 


Schedule of Amount of Insurance in Force from Time to Time 
Under $1,000 Diminishing Term Building & Loan Policy 


Months 
in Force 
1- Gine. 


8-yr. 9%-yr. 
Plan Plan 
$1000 $1000 


5-yr. 
Plan 
$1000 


6-yr. T-yr. 
Plan Plan 
$1000 =$1000 


10—yr. 11—yr. 12—yr. 
Plan Plan Plan 
$1000 $1000 $1000 





915 
S30 
740 
650 
550 
450 
340 
230 
110 


7- 12 ine. 
13- 18 ine. 
19- 24 ine. 
25- 30 ine. 
31- 36 ine. 
37- 42 ine. 
43- 48 ine. 
49- 54 ine. 
55- 60 ine. 
61- 66 ine. 
67- 72 ine. 
73- 78 ine. 
79- Stine. 
85- 90 ine. 
91- 96 ine. 435 
97-102 ine. 380 
103-108 ine. $25 
109-114 ine. 265 
115-120 ine. 200 
121-126 ine. 130 
127-132 ine. 60 
133-138 ine. 

139-144 ine. 

Schedule B the rates for this protection. These are 
single premium rates payable in advance. The premium pays for 
the full period of years, whether 5 years or 12 years. This being 
a participating policy, dividends beginning at the end of the third 
year will reduce the cost. Should the loan be terminated before 
maturity, the policy may be cancelled and the unearned portion 

of the net premium will be refunded. The same is true in case 
of death of Insured before the end of the term. In either case, 
refund is made first to the Association, as its interest may appear, 
and the balance, if any, to the Insured or Ultimate Beneficiary, 
as the case may be. 


975 990 
950 60 
920 O40 
890 905 
860 S75 
825 S45 
790 S15 
750 7S 
715 TH 
680 
630 
585 
535 
495, 


shows 





60 
O40 
905 
S75 
S45 
815 
7S 
TH0 
715 
675 
635 
noo 
550 
505 
455 
405 
350 
295 


being 
third 
efore 
rtion 

case 
case, 
pear, 
‘iary, 
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Rates per $1,000 
One Premium Pays for Full Term of Years 
Entry S-yr. 6-yr. T7-yr. 8 -yr. yr. 10-yr. ll-yr. 12-yr. 
Age Plan Plan Plan Plan Plan’ Plan Plan Plan 
$28.68 $34.13 $39.89 $46.21 $51.99 $58.43 $64.75 $71.76 
29.75 35.24 41.38 53.95 60.82 67.38 74.76 
31.02 36.90 43.36 3e 56.76 64.13 71.13 79.08 
33.15 39.67 46.67 3.68 61.12 69.03 T6.88 85.68 
37.37 43.91 51.64 5 68.14 77.38 86.37 96.60 
42.71 51.11 60.51 80.79 92.09 103.25 116.16 
56.52 68.08 80.93 95.01 108.89 124.68 140.25 158.76 
80.75 97.60 116.35 137.10 158.79 181.20 205.25 234.12 
119.31 142.47 167.76 195.45 225.07 259.28 296.44 335.56 


THE WESTERN UNION LIFE INSURANCE CO., 
LINCOLN, NEBRASKA 
History 

This company has been incorporated as a stock legal reserve 
company under the laws of the state of Nebraska on Sept. 22, 
1930 and was licensed on July 27, 1931. It began business on 
July 27, 1931. The authorized capital is $100,000, the subscribed 
$100,000, and the paid in in cash $100,000. The par value of the 
shares is $100.00, they were sold at $150.00 thus producing a cash 
surplus of $50,000 after organization expenses (limited to 10% of 
par value in stock application blank), were met in the amount 
of $9,970.89. 

The promotion was handled under contract by Walter H. 
Jurgensen on the following basis: 10 per cent of the value of 
the stock less $29.11. 


Management and Reputation 

The company is owned and controlled by its stock holders, and 
all profits belong to them. 

The insurance men connected with thé company, and their in- 
surance experience are: Walter H. Jurgensen, 18 years as 
agent and general agent for several old line companies; Walter 
M. Herbert, 11 years as agent and general agent for the Ohio 
National Life Insurance Company. 


Kinds of Insurance Written 
The company will write ordinary insurance on the participating 
plan. Non medical is not written. 


Forms of Policies Issued - 

The company issues the following forms of policies: Ordinary 
life return premium for 20 years, ordinary life, 20 pay life. En 
dowment forms are now being prepared and all standard forms 
will be added within the next two or three months. 

Insurance on women is written on the same basis as men 
with no exceptions. 

Disability is granted on waiver of premium benefit only at the 
present time. 


Policy Provisions 

Cash values available after third pear. Premium loan is 
avilable. Extended insurance feature is automatic. Policy loan 
interest at 6% payable in advance. Annual dividends after third 
year. Cash values are full reserve less surrender charge that 
varies with the different kinds of policies, none after tenth year. 

Disability benefits take the following form: Only waiver of 
premium. Double Indemnity: No form as yet made. 


Gross and Net Lines 
Amount limits (ages 25-50); Life and Endowment no limit; 
term, no limit with disability waiver; with double indemnity, 
$10,000; retains $3,000. 


Officers 


President, Walter H. Jurgensen; vice-presidents, Dr. J. Bixby, | : ! 
| dend within the next five years depending upon the recovery 


James W. Bachman; secretary, Walter M. Herbert; treasurer, 
Horace 8. Wiggins; medical director, .Dr. Roy B. Adams; actuary, 


Horace S. Wiggins; superintendent of agents, James W. Bach- | ° 


man, 
Dr. Charles H. Arnold, surgeon; Dr. Joseph Bixby, physician; 
Mr. George Bischof, merchant at Nebraska City, Nebraska; Jesse 








Bejot, banker and trader at Ainsworth, Nebraska; A. J. Boren, 
physician and surgeon at Hastings, Nebraska; Mr. Charles L. 
McBride, merchant at Orchard, Nebraska; T. J. Eckry, Globe 
Delivery Co., Lincoln, Nebraska; A. F. Harms, banker, Dewitt, 
Nebraska; Walter M. Herbert, lawyer at Lincoln, Nebraska; Karl 


Directors 
Kauf, Jr., merchant, Hastings; Charles M. Loeffler, merchant, 
Humphrey; F. J. McRae, physician, Albian; J. A. Proskovec, 
banker, Brainard; Phil Tomek, lawyer, David City; Walter H. 
Jurgensen, insurance, president of United Savings and Loan 
Association, Lincoln; F. J. Vogitance, county supt. of schools, 
Schuyler, Nebraska. 


Territory 
Nebraska only at present. 


Form of Valuation 
Modified preliminary term (Illinois standard). Interest at 314%. 


THE WISCONSIN LIFE INSURANCE COMPANY, 
MADISON, WIS. 


Aquires Wisconsin Standard Life 

On August 22nd, H. J. Mortensen, Commissioner of Insurance of 
Wisconsin, approved the reinsurance contract whereby the Wis- 
consin Standard Life reinsured all of its life insurance business 
in The Wisconsin Life of Madison. The Wisconsin Standard 
was organized in 1928 by G. W. Wilkinson who was also General 
Manager of the Wisconsin Automobile Company. The Monroe 
company, which is going out of business, had $1,500,000 of legal 
reserve life insurance in force, all written in Wisconsin. The 
Wisconsin Life Insurance Company of Madison now has $28,000.- 
000 of insurance in force and over $3,500,000 of assets, and is 
licensed in eight states. 


YOUNG MEN’S MUTUAL LIFE ASSOCIATION, 
CINCINNATI, OHIO 


Terms of Columbia Life Reinsurance Contract 

The Columbia Life Insurance Company of Cincinnati, Ohio 
has entered into an agreement to reinsure the business of the 
Young Men's Mutual Life Association. In consideration of the 
assumption of all liabilities on the assessment association’s poli- 
cies the Columbia Life receives the legal reserves on the business 
taken over. A hearing was set for September 25th at Columbus, 
Ohio to pass upon the propriety of this reinsurance. Some of the 
pertinent provisions of the reinsurance contract are as follows: 

Ist. The certificate holders may continue their old certificates 
at the existing schedule of premium rates, but the rates provided 
by this schedule may never be increased—that is, no extra assess- 
ments may be levied. 

2nd. The certificate holders may exchange their certificates 
immediately for reduced paid up insurance to the full extent of 
the reserve values of the certificates, but reserves are available 
only from maturity age 50 on. 

3rd. The certificate holders may pay their bi-monthly pre- 
miums by note to the extent of the reserve values of their cer- 
tificates. 


4th. After September ist, 1932, the certificate holders may sur- 
render their certificates for cash or borrow upon their certificates 
to the full extent of their reserve value. 


5th. Annual dividends will be apportioned to certificate holders 
on the same basis as to other Columbia policy holders. 


6th. The certificate holders may on October 15th receive a cash 
dividend the amount of which will depend upon the death-losses 
known on August 13th and/or occurring up to August 31st, 1931. 


7th. The certificate holders may receive a special cash divi- 


of certain bonds from their present depressed price level. 
Sth. The certificate holders may exchange their present cer- 


| tificates without medical examination upon an equitable basis 


for any other form of policy issued by the Columbia Life In- 


surance Company. 
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Complete Index 1931 


From January 1931 


EDITORIALS 


A Misleading Comparison 

Correcting Net Costs for Interest... 

Disability Changes Coming 

Disability Losses . 

Interestin Facts Regarding “Our Ratings 
(New Mortality Table is Launched) 

Investments, Life Insurance Company. 

Life Insurance is Savings 

Rating System, Description of....... Cecceccese 

Six Years of New Companies......... eoesecees 

Thirty Leading Companies 

Twenty Year Actual Net Costs 

Twenty Year Present Scale Net Costs 


September 
June .. 
October 
March ..ccco.s U& 


July ... 
January. 


y 12 
July and Sept. 
June, July and 
September 


GENERAL ARTICLES 


Actuarial Society of America 

Agency Measurement (James A. Preston) 

Airway Travel Gets Safer 

Alabama Insurance Department ........... cece 

American College of Life Underwriters.... 

American College of Life Underwriters i 

American College of Life Underwriters....... 

American College of Life Underwriters Com- 
plete Examinations 

American College of Life Underwriters 

American College of Life Underwriters Answers 
to Examination Questions, Parts I and II October 

American Life Convention........ yo ekd 

American Life Convention Apri 

American Life Convention 

Arkansas Insurance Department 

Association of Life Insurance Presidents...... 

Association of Life Insurance Presidents...... 

Association of Life Insurance Presidents.... 

Average Life of a Policy 

Borrowers’ Protection or Loan Insurance 

Causes of the Depression (G. Hirschfeld).... 

Cincinnati Life Underwriters Association 

Claim Work in Hard Times (Orville F. 
hame) 

Colgrove System Illegal in Illinois...... eo 

Company Changes During 1930.. 

Connecticut Insurance Department .. 

Connecticut Reports Issued 

Depreciation of Insurance Company Investments 

Depression, The, and its Cure (Philip Burnet) 

Disability for Married Women.... 

DPUVIGERES HORNS TOF TUGL .nccccctccccecceevesee ° 

Estates Shrinkage Chart . 

Extracts December 31, 1930 ‘Statements. 

Extracts December 31, 1930 Statements 

Extracts December 31. 1930 Statements 

Extracts Semi-Annual Statements 

Extracts from Semi-Annual Statements 

First Year Commissions and Renewals (Mac- 
kenzie) P 

Government Creates Employment Service 

Group Disability Clause 

Group Life Rates Revised...... kbsndeeteemnwsn ° 

Health Record Favorable 

Illinois Insurance Bills ee 

Illinois Insurance Department ...... eveae 

Tilinois Insurance Department .... 

Illinois Insurance Department—New Laws of 
Benefit 

Illinois Investment Rulin 

Illinois Mutual Benefit Associations ........... 

Important Supreme Court Decision 

Incomes of Americans in 1928 and 1929! 

Indiana Security Ruling ...... meeme 

Infantile Paralysis 

Insurance Advertising Conference 

Insurance Advertising Conference 

Insurance a Safe Investment 

Insurance Companies and Banks Support Rail- 
roads 

Insurance Cost Falling 

Insurance Stock Quotations ..........eeseeeee 

Investment Earnings 

Investments, Life Insurance Company (Crocker) 

Investments, Life Stocks Good 

Investment Statute, Arkansas 

Towa Insurance Department ... 

Iowa Insurance Department . 

Japanese Record, New 

Knight Agency Incorporated 

Leading Causes of Death (Dingman) 

Legal Article—Rights of Creditors to Life In- 
surance Proceeds (John McElraevy. Jr.).... 

Legal Article—Fraud in Procuring Non-Medi- 
cal Insurance (Chester F. Morrow)..... 


February 
March 


August 
September 


August 
October 
August 
February 
January ... 
April ... 
February 
March 
April ..c- 
August 
September 


January 
September 
May 

January ...... 
February 


August 
yt aor a eos 


September 
September 


September 
January 
February 
April 
February 


February 
January 
ese CON 
March ........ 864 


February 


to date, inclusive 


Legal Article—Damages in Disability Cases 
(Urville F. Grahme) 

Legal Article—Aviation Rider (R. A. Adams) 

Legal Article—Defense of Suicide in Suits on 
Life Policies (Geo. W. Yancey) 

Legal Article—Life Insurance: 
Estoppel (John MckElraevy, ies 

Legal Article—Suicide as Defence in Action on 
Life or Accident Policy (T. J. Agar) 

Legal Article—Federal  Interpleader 
(Julius C. Smith) 

Legal Article—Permanent I 
land) e 

Life Insurance in Italy. 

Life Insurance Sales 

—— Office Management Association 

Life Office Management Association 

Maine Insurance Department 

Montana Ruling on Special Policies............ 

National Association of Life Underwriters 

National Association of Life Underwriters .... 

National Association of Life Underwriters .... 

National Convention of Insurance Commissioners 

New York Insurance Department 

New York Insurance Department 

New York Insurance Department Rulings 

N.Y. Ins. Dept. Ruling Re Extra Dividends on 
Life Insurance Policies ..........cccccccccces 

ee Mortgage Loan Decision 

. Y. Ins. Dept. re Adv. Literature 

N: Y. State—Total Life Figures 

Non-Medical Life Insurance 

North Dakota Investment Bill. 

Ohio Insurance Department 

One Hundred and Fourteen Billions 

Oregon Life Insurance 

Per Capita Life Insurance 

Per cent of Insurance in Force by Companies 
with Home Offices in Different States 

Philippine Life Insurance 

Research Bureau Prepares 
versary 

Research Bureau Publishes 
Costs 


August 


September 


September 
June 


June 


August .. 
June 


March 
February 
June 


October 
October 
for 10th Anni- 


Study of Agency 


Salesmanship, On (Albert E. N. Gray) 

Savings During the Depression 

Semi-Annual Figures 

Taxes, Special State Insurance 

Tennessee Insurance Department 

Texas Has Anti-Twisting Law 

Texas Insurance Code 

Texas Investment Law 

Texas Statutes for Bond Companies 

Duberewlosis Death: Bate ..< occ. cccscccccscocccs 

Unemployment Insurance (Behind the Scenes 

of) Part 1 (G. Hirschfeld) 

oT Insurance. Behind the Scenes 

art 2 (G. Hirschfeld) 

Unemployment, Behind the Scenes of, Part 3 
(G. Hirschfeld) 

What Price Disability? 

Who Leads in Net Costs 

Wisconsin Insurance Department 

World Life Insurance (Frank L. Jones) 


October 
August 
August 
March 

August 
July .. 
October 
March 

October 
October 


February 


January 


INSTITUTIONS REPORTED UPON 


Abraham Lincoln Life Insurance Company, 
Semen. Ill. (See Springfield Life) 

Acacia Mutual Life Ass’n, Washington, D 
(New Agent’s Contract) . 
(Family Income Rider) 
(Recent a 

Aetna Life Insurance Co., Hartford, 

(Issues Family Income Policy) 

(Gets Group Contract) July 
(Herrick & Brown Agency) 

(Regional Conference) 

(Gets Group Contract) 

Aid Association for Lutherans, Appleton. Wis. 
(Valuation Report as of Dec. 31. 1930) 

American Bankers Insurance Co., Chicago, Ill. 
(Capital Increase) 

(Reinsures Citizens National Life) ... 
(Report of Examination Reviewed) .. 

American Benefit 4ife Association. 
napolis, Ind. (Report of Examination) 
(Missouri License Refused) 

(Criticized Items to be Eliminated) 

American Insurance Union, Columbus, 
(John J. Lentz Dies) 

(Exchange Plans) 


ee 
Ma -_ 


August 
October 


June 

August . 
-e+e+. August 
India- 


uly 
Septeusber 
Ohio 
September 
September 
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(Reinsurance Contract & Financial Figures) 
(Official Appointments) 

American Insurance Union, Inc., 
(History) . 

American Life Ins. Co., 

(Report of Examination) 

American Life Insurance Co., Denver, 
(Report of Examination Favorable) 
Pers os Life Insurance Co., Detroit, 
(New Annuity Forms) 

American Medical Life Company, Spokane, 
Wash. (Report of Examination Favorable). 
American National Insurance Company, Gal- 

yeston, Tex. (Licensed in Porto Ri 

American Old Line Insurance Co., Chicago, Ill. 
(Purchased by Ohio National Life) 

American Provident Life Ins. Co., Houston, 
Tex. (Issues New 20 Pay Endowment) 
(Purchased by National Standard Life) 

American Reserve Life Ins. Co., Omaha, 
(Reduces Rates) 

American Savings Life Ins. Co., Kansas 
Mo. (Capital Change) 

American Security Life Ins. Co., Birmingham, 
Ala. (Consolidates with American Standard 
Life) 

American Standard Life Insurance Co., Birm- 
ingham, Ala. (Consolidated with American 
Security Life) 

American Thrift Assurance Company, Om: tha, 

Neb. (Report of Examination Reviewed) 

American Union Life Insurance Company, St. 
Joseph, Mo. (Officers and Directors) 
(December 31, 1930 Statement) 

Assured Investment Company, 
(Receives Charter) 

(Licensed) 

Atlantic Life Ins. Co., Richmond, Va. (R. 
Jones Dies) 

Atlas-Republic Insurance Co., Campbellsville, 
Ky. (See Dixie-Atlas- Republi e ins. Co.).... 

Baltimore Life Insurance Co., Baltimore, Md. 
(President MacGill Dies) 

(Official Changes) 

Baukers Credit Life Ins. Co., Birmingham, 
Ala. (To Merge with Old Republic Life) 
(Consolidated with Old Republic Life) 

Bankers Guaranty Life Company, Sedalia, 
(Alleged Embezzlement) 
jankers Health & Life Insurance Co., 
(Report of Examination) 

Bankers Life Company, 
(Highest Court Decision) 
(New Retirement Annuity) 
tankers Life Insurance Co. 
more, Md. (New Company) 

Bankers Life Insurance Company, 
Neb. (Examination Report Reviewed) 

Bankers National Life Ins. Co.. Jersey 
N. (Issues Family Income Poli cy) 

(Fk ounders Dividends Reduced) 
(General Agency Appointment) 

Bankers Union Life Company, Denver, Colo. 
(See Bankers Union Life Ins. Co.).......... 
(Additional Information) 
tankers Union Life Insurance Company, 
ver, Colo. (Additional Information) 
(Additional Information) 

(See Bankers Union Life Company) 

Beacon Life Insurance Company, ‘Tulsa, 
(Family Income Contract) 

Beavers National Mutual Benefit Assn., 
son, (Reinsurance and 
Title) 

California State Life Ins. Co., Sacramento, Cal. 
(Issues Family Income Policy) 

(Re Merger Reports) 
(Western States Life 
Completed) 

(New Stock Taken Up) 

California—Western States Life Ins. Co., 
mento, Ca. (July 31, 19381 Statement) 

Canada Life Assurance Co., Toronto, 
(Correction Notice) 

(issues Family Income Policy) 

Capital Life Insurance Co., Raleigh, N. 
(Reinsured by Home Security Life) . 
Capitol Life Insurance Company, Denver, Colo. 

(Keport of Examination Favorable) 

Carnegie Foundation, New York, N. Y. 
eral Information) 

Carolina Life Insurance 
(Correction Notice) 

Catholic Order of Foresters. Chicago, a 
(Financial Statement as of Dec. 31, 1930).. 

Catholic Workmen, New Prague, Minn. (Re- 
port of Examination Reviewed) 

Central Life Assurance Society. Des Moines, 
fa. (Report of Examination ‘Favorable) 
(Pierce H. Young) 

(Two New Policies) 

Central States Life Insurance Company, 
Louis, Mo. (Reinsures Home Life of Ar- 
kansas) cece 


paienecnin - 


Colo. 


Mich. 


ee 


Mo. 
Macon, Ga. 


Des Moines, 


of America, Balti- 


Lincoln, 


Den- 


Okla. 


* Madi- 
CG hange of 


Merger Ne eae 


Can., 


Co., Columbia, 8S. C. 


October 
October 


February 


January 
October 


June 


April 
Se »ptember: 


January 


April ... 
February 

June .. 

July 

August ....... 2 
TUNE woos 
October 


February 
June ..... 


September 


February 


J 
Augt es 2 


February .... 


September 


January 
June 


see eewnee 


September 
October 


August 
October 


June 


September 


September 
September 
September 


ee ee 


(Terms of Home Life Reinsurance Contract) 

Century Life Insurance Co., Hot Springs, Ark. 
(Changes Title and Capital ) 

Chicago National Life Insurance Company, 
Chicago, Ill. (Report of Examination Not 
Favorable) 

Citizens Benevolent Assn., Dallas, Tex. 
ceiver Appointed) 

Citizens Life Insurance Company, Huntsville, 
Ala. (Receiver’s Report to Federal Court) . 
Citizens National Life Insurance Co., East St. 
Louis, Ill. (Merges with American Bankers) 

(Reinsurance Completed) 

Colonial Life Insurance Company, Jersey City, 
N. J. (1930 Production Figures) 
(Correction Notice) 

Colorado Life Company, Denver, Colo. (Report 
of Examination Favorable) 
(Founders Dividends) 

Columbian National Life Ins. Co., Boston, 
Mass. (N. M. Hughes New Actuary) 

Columbus Mutual Life Ins. Co., Columbus, O. 
(Illustration Correction) 

(New Business Investment Contract) 

Community Life Insurance Co., Little 
Ark. (Receiver Appointed) 

Connecticut General Life Ins. Co., 
Conn, (1930 Business) 

(Family Income Plan) 

(New Retirement Annuity) 
Connecticut Mut. Life Ins. Co., Hartford, Conn. 
(Family Income as Agreement’ Rider)..... 

(Report of Examination Favorable 
(Re-Elects Three Directors) 

Ce ee a Re ee aes ae 
(Harrison at Atlanta) 

(A Good Idea) 

(Major J. H. Greene Dies) 

(Recent Appointments) 

(New Aviation Riders Issued) 

(New Medical Director) 

Conservative Life Ins. Co., Wheeling, W. Va. 
(Report of Examination Favorable) 

Continental American Life Ins. Co., Wiiming- 
ton, Del. (Record Year) 

Continental Assurance Company, Chicago, Til. 
(1930 Dividend Record).... 

Continental Life Ins. Co., 

(Rate and Other Changes). 

(Bonds Returned) 

(Examination Underway) 

(Undergoing Convention Examination) 
(Report of Examination) 

Continental Life Underwriters, 
Colo. (Financial Statement)....... 

Continental National Life Insurance’ Company, 
Denver, Colo. (Examined) . 

Cornbelt Life Insurance Co., 
(Receives License) 
(Additional Information) . 
(Additional Information) 
(Correction Notice) 

Cosmopolitan Life Insurance Co., 

(Reinsures Sheridan Life) 
(Reinsures Sheridan Life) 

Cosmopolitan Old Line Life Insurance Com- 
vany, Lincoln, Neb. (Report of Examination 
Reviewed) 

Country Life Insurance Company, Chicago, Ill. 
(Second Year Dividend Schedule) 

Des Moines Life & Annuity Co., Des Moines, 
Ia. (Reinsures Travelers Equitable) 

(Plans to Merge with Royal Union Life).... 
(Merges with Royal Union Life) 

Detroit Life Insurance Company, Detroit, 
Mich. (Manley a Director) ............. wen 
(New Record for August) 

Dixie-Atlas-Republic Insurance Co., Nashville, 
Tenn. (Merger of Dixie Accident with Atlas 
Republic) 

a National Life Insurance Co., Decatur, Ill. 

einsured by National Old Line) 

Elkhorn Life & Accident Ins. Co., Norfolk, Neb. 
(Merged with Pacific States Life 
(Reinsured in Pacific States Life).... 

eg Life Assur. Society, New York, N. Y. 
(1931 Dividends) . 

(New Ordinary and Life "Annuity" Records) .- 
(71st Annual Statement)... 
(New Economic Adjustment Poliey).-..+... 
(May Production Up) 

(First Seven Months Results) . 

Equitable Life Ins. Co., Des Moines, 
(Convertible Family Income Plan)........... 
(Holds 23rd Meeting of Production Club) ... 

Eureka-Maryland Assurance Corp., Baltimore, 
ae (Issues New Pension Endowment Con- 
eee ceinte 

ng, & Traders Life Insurance wit Syra- 
cuse, N. Y. (Directors’ Meeting) 

womens “Life Insurance Co., 

(Report of Examination) 
(Control Purchased).....ccccccscccocs : 
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Federal Life Insurance Company, Chicago, II. 
(Being Examined) 

(Being Examined) 

Federal Reserve Life Ins. Co., 
Kans. (Wins Right to Sue) 
Federal Union Life Insurance Company, Cin- 
cinnati, Ohio. (Stock Interests Pooled) ... 
Fidelity Life Insurance Co., Birmingham, Ala. 

(Stock with Policy Plan) 

Fidelity Mutual Life Ins. Co., Philadelphia, Pa. 
(1931 Dividends) 

(F. X. Quinn Passes) 

Fidelity Union Life Insurance Co., Dallas, Tex. 
(New Profit Bry ! Clause). 

First National Life Insurance ‘Co., St. Louis, 
Mo. (Merged with Universal Life Ins. Co.). 
(Purchases Mississippi Valley Life) 
(Reinsured by Mississippi Valley Life) 

Franklin Life Insurance Co., Springfield, Il. 
(New “Economist” Plan) 

Gem City Life ‘nsurance Co., Dayton, 
(Examined) 

General Mutual Life Insurance Co.., 
Ohio. (Dividend Scale Announced) 

George Washington Life Insurance : 
Charleston, W. Va. (Family Income Endow- 
ment) 

(Report of Examination Reviewed) 

Gibraltar Life & Accident Co., Denver, Colo. 
(Reinsures Company) 

Girard Life Insurance Co., Philadelphia, Pa 
(New Modified Life Contract) 

Great American Life Insurance Company, 
Antonio, Tex. & Denver, Colo. 
(License) 

(Additional Information) 

Great American Life Underwriters, Inc., 
Antonio, Texas. (Financial Statement) 
(Board of Finance Governors) 

Great Mission Life Insurance Co., Springfield, 

Mo. (Becomes Southwestern Life) 

Great West Life Assurance Co., Winnipeg, 
Man., Can. (Home Office Promotions) 
(Enters Washington) 

(Managers School Delegates) 

Great 4 estern Life Insurance Co., 
que, N. M. (Incorporated) 

Guarantee Fund Life Association, Omaha, Neb. 
(Changes to Mutual Legal Reserve Basis). 
Guaranteed Renewals Corporation, Minneapolis, 

Minn (Being Organized) 

Guardian Life Ins. Co., New York City (Issues 

Family Income Agreement) 

(New Revised Annuity Costs) 

(Adopts 2 Year Suicide & Incontestability 
Clauses) 

(New Special Income Annuity) 

Gulf States Life Insurance Co., Dallas, 
(Purchases Home Office Building) 

Hartford Life Insurance Company, Hartford, 
Conn. (Decrease ir Insurance).. 

(June 30, 1931_Report) 

Homeland Life Sncurance Company, St. Louis, 
Mo. (Correction Notice) 

(Correction Notice) 

Home Life Ins. Co., Little Rock, Ark. (Applica- 
tion for Receiver Filed; and ” Diemiseed).. 
(Reinsurance Ordered) 

(See Security Life of Chicago) 
(Reinsured in Central States Life) 

Home Life Insurance Company, New 

N. Y. (New Production Record) 

(New Automatic Conversion Policy) 
(Extracts from Statement as of Saas 30, 1931) 

Home Security Life Insurance Company, Dur- 
ham, N. C. (Reinsures Capital Life) 

ene Ses nion Life Co., Springfield, Ill. 


) 

—, Bankers Life Assurance Co., Mon- 
mouth, Ill. (Explanation of Exchange to Le- 
gal 4 System) 

(Capital Increase Contemplated).... 
(Conversion Progress) 

Imperial Life Assurance Co., Toronto, Canada 
(To Enter Great Britain) 

ae Southern Life Insurance Co., Louisville, 

(Negotiations for Purchase Completed). 
{iirectote Meeting) 
(Re Purchase of Stock) 
(See Security Life of Chicago) 
(To Reduce Capital) 
(Report of Examination Reviewed) 

Jefferson Standard Life Insurance Co., Greens- 
boro, N. C. (See Pilot Life) 
(Issues Family Income Policies) 

John Hancock Mutual Life Insurance Co., Bos- 
ton, Mass. (Actuarial Promotions) 

(Reduces Rate Schedules) 
(Issues Family Income Rider) 
Judea Life Insurance Company, 

N. Y. (New Directors) 

(Louis Lipsky Re-elected President) 
(Hyman Danelson Joins Company) 
(New Educational Rider) 

Kansas Life Ins. Co.. Topeka, Kan. 
Family Income Policy) 
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Kentucky Central Life & Accident Ins. 
Anchorage, Ky. (Suit Dismissed) 
Keystone Holding Company, ne, 
(General Information) 
(Financial Backing) 

Knights Life Insurance Co., 
(Correction Notice) 

Knights Templars & Masonic Mut. 
Cincinnati, Ohio (To Change to 
serve Old Line Pasis) 
(Order of Court Enjoined) 

amar Life Insurance Co., 
(Correcticn Notice) 

siberty National Life Ins. Co., 
(Extracts June 30, 

.ife Extension Insurance Company, 
City, Mo. (Being Organized) 

(Right to Above Title) 

.incoln National Life Ins. Co., 

Ind. (Production Figures) 
(1930 Business) 

(New Lnrectors Elected) 

(1931 Production Figures) 
(Employees 'Investment Trust) 
(Capital Increase Proposed).... 
(Capital Increase Approved)’ 
(Examined) 

(Modifies Disability Practice) 
(Agency Appointment) 

-loyds Life Insurance Co., Kansas City, 
(incorrect Statement Issued) 

(Receiver Appointed) 

.os Angeles Life Insurance Company, 
Angeles, Cal. (Control Purchased) 
(Corrections on Report) 

(Holding Company Criticism) 

sutheran Brotherhood, Minneapolis, 
(Examination Report Favorable) 

sutheran Mutual Aid Society, Waverly, 
(Report of Examination Favorable) 

The Maccabees, Detroit, Mich. (New 
come Plans) 

Manhattan Life Ins. Co... New York, 
(O’Donohue to Direct Agencies) 
(Reduced Dividends Effective May 1. 

“Manufacturers Life Insurance wm 
Ont. (Rate Reduction) 

(19382 Senior Production Club). 
(New Appointments) 
(Production Club to Meet) 

Massachusetts Mutual Life Co., Spring- 
tield, Mass. Change in Policy Provisions)... 
(Limits Under Total & Permanent Disability 
Provisions) 

Meiji Life Insurance Company, 

(One Million in One Month). 
‘detropolitan Life Ins. Co., 
(1931 Dividends) 
(1930 Production Figures) 
(Recent Adjustment in Annuity Rates) 
(General Motors Group Insurance Plan).... 
L. A. Lincoln on Unemployment Insurance) . 
(Dr. Lee K. Frankel Dies) 
(Large Mortgage on Radio City) 
(A. F. C. Fiske Dies) 
(G. M. Herrick Passes Away 

Midland Mutual Life Ins. Co., 
(June Net Cost Tables) 

Midland National Life Ins. Co., Watertown, 

D. (Report of Examination Favorable). 

Midwest Mutual Life Insurance Co., Fargo, 

D. (Merged with Western Mutual, hg «i 
atiessenien Mutual Life Insurance Co., Pe vul, 
Minn. (Examination Report ae 
(New Juvenile Contracts) 

Mississippi Valley Life Ins. Co., St. Louis, Mo. 
(Texas Department Asks Ex xamination) 
(Another Unsettled Claim) 
(Claim Settled) 

(Control Purchased) 
(Another Unpaid Claim) 
(One Unpaid Claim Settled) 
(Second Claim Settled) 
(Examination Report Filed) 
(Reinsures First National Life) 

Missouri State Life Ins. Co., St. Mo. 
(New Directors) 

(Financial Figures as of December 31, 1930). 
(See Security Life of Chicago) 
(Now Issues Family Income) 

Modern Woodmen of America, Rock Island, Ill. 
(Rate Litigation Ended) 

(Additional Information on Special Funds).. 
(All Litigation Ended) 

Monarch Life Ins. Co., Springfield, 
creases W. of P. Rates) 

Mutual Benefit Life Ins. Co., 

(Correction Notice) 
(Disability Insurance on Women) 
(Contemplates Dividend Reduction). 
(Re Aviation Risks) . 
(Announces More Complete Dividends) 
(Insurance—Ages 10-13) 

= Life Insurance Company, Baltimore, 

. (1931 Dividend Schedule) 
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Mutual Life Insurance Co., New York City 
(i981 Annual Dividends).........-. eeceecece 
(1980 results) . 

(1931 Endowment Changes) .... 
(Retirement lucome Contract) 
(ihree New Trustees) 

(Agency Changes) 

(Elections to Board of Trustees) 

Mutual Old Line Lus. Co., Des Moines, 
(Correction Notice) 

National Benefit Life Insurance Co., W ashing- 
ton, D. C. (Under Examination) 

(North Carolina Cancels License) : 

National Defense Life Ins. Co., Washington, 
pD. C. (Surrenders License) 

National Homestead Union, W ashington, D. 
(Not an Insurance Company) 

National Life & Accident Insurance Co., Nash- 
ville, Tenn. (Par Value of Shares Reduced). 
National Life Company, Des Moines, Iowa 

(Control of Company Settled) 
(Wm, A. Koch lected President) 

National Life Ins. Co. of the U. 8. A., Chicago, 
Ill. (Adopts Family Income Policy). 

National Life Ins. Co., Montpelier, Vt. (Divi- 
dends on New Policies) 

(lucreases Maximum Limits) 

(Family Income Plan) 

(Non Medical Plan) 

(Arthur Watt Joins Home Office Staff) 

National Mutual Benefit Assn., Madison, 

(See Beavers National Mut. Be nefit) 

National Old Line Insurance Company, Little 
tock, Ark. (Reinsures Eagle National Life) 

National Security Life Insurance Co., Wichita 
Falls, Tex. (Merged with United’ Fidelity 
Life) 

(Merged with United Fidelity) 

National Standard Life Ins. Co., Houston, 
(Purchases American Provident Life) 

National Union Life Ins. Co., Spokane, 
(Re owe! of Examination Favorable) 

New England Mutual Life Insurance Co., Bos- 
ton, Mass. (Second Year Cash Values) 

(1930 Annual Report) 
(George L. Hunt, Vice President) 

New England Reserve Life Ins. Co., Kansas 
City, Mo. (Reorganization Underway) 

New York Life Ins. Co., New York City 
(Two Billions to Living Polic yholders)...... 
(Double Indemnity Limit) 

(1930 Report) 

(By-Laws to be Amended) 

(Family Income Policy Adopted) 
(Thomas A. Buckner Elected President).... 
(New Two Year Term—Ordinary Life Policy) 
(Official Changes) 

(May Increase of 174%4% Over 1930) 

(New Limit on Single Premium Policies)... 
(Makes Summer Non-Medical Offer) 
(Distribution of Surplus Wheat to 


Unemployed) 

North American Life Assurance Company, 
Toronto, Canada (Mutualization Planned).. 
(Mutualization Completed) 
(Policyholders’ Campaign Successful 

Northern Life Ins. Co., Seattle, Wash. 
of Examination) 

Northern States Life Ins. Co., Hammond, Ind. 
(See Security Life of Chicago) 

Northwestern Mutual Life Insurance Co., Mil- 
wnukee. Wis. (1930 Statement Extracts) 
(Russell Law Agency Ahead) 

(Meeting of Association of Agents) 
Northwestern Nat'l Life Ins. Co., ne, 
Minn. (Report of Examination Reviewed).. 

(Agency Cost Analysis Plan) 

(1930 Business) 

(Appointment of C. A. Peterson) 
(New Production Record) 

(Issues Premium Reduction Plans) 
(Drive to Cut Lapse Rate) 

Occidental Life Ins. Co., Los Angeles, Cal. 
(New Rate Book Effective July 1 
(Single Premium Ins. & Annuity Contract).. 

Ohio National Life Ins. Co., Cincinnati, Ohio 
(Purchases American Old Line Ins. Co.) 
(Shockholders Meeting) 
(Report of Examination) e 
(Financial Statement as of Feb. 28, 1931).... 

Oklahoma Southern Life Insurance Co., Ukia- 
homa City, Okla. (Receives License) 
(Additional Information) 

Old Colony Life Insurance Co., 
(Bond Issue) 

Old Line Ins. Co., Lincoln, Neb. 
Dismissed) 

Old Line Life Insurance Company, Milwaukee. 
Wis. (Family Income Rider)....... see 
(Correction Notice)............ ecccccccccce 

Old Republic Life Insurance Co.. "Chicago ©, Lil. 
(To Merge with Bankers Credit Life)....... 
(Consolidates with Bankers Credit Life). 

Omaha Life Insurance Company, Omaha, Neb. 
(Report of Examination) ...........eeeeeeees 
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(Official Changes) ..... 

Order of Railway Conductors, “Cedar Rapids, 
Iowa. (Goes on Legal Reserve Basis). 
(Goes on Legal Reserve Plan) 

Oregon Mutual Life Insurance Co., Portiand, 
Ore. (Celebrates 25th Anniversary) 

(Issues New Rate Book) 
(Convention Examination Favorable) ..... wie 

Our Home Life Insurance Company, Jackson- 
ville, Fla. and Washington, D. C. (Report of 
Examination pO) a Pe 
(Reinsures Three Companies) 

Pacific Mut. Life Ins. Co., Los ‘Angeles, Cal. 
(To Increase Capital) ... 

(Adjusted Dividend Scale).. . 
(New Adjusted Dividend Scale) ..... ‘ 
(Increases Single Premium Rates)... 

Pacine National Life Assuruuce Co., Sult Luke 
City, Utab. (Report of Lxamination Ke- 
viewed) 

Pacitic States Life Ins. *Co.; me gi — 
(Merges Elkhorn Life & Accident) 
(Reinsures Elkhorn Life & Accident). 
(Chester 1. Dale, Vice President) 

(Licensed for Life Insurance in Illinois) 
(Missouri Department Action) . 
(New Special Select Ordinary Life Policy) ... 

Pan American Life Insurance Co., New Or- 
leans, La. (Regular and Extra Dividends)... 
(Enters Maryland) 

Peninsular Life Insurance Co., Jacksonville, 
Fla. (Frank E. Jennings Elected resident) 

Penn Mutual Life Insurance Co., Philadelphia, 
Pa. (Dividend Scale Continued) 

Peoria Life Insurance Company, Peoria, III. 
(Family Income Rider) 

Philadelphia Life Insurance Co., Philadelphia, 
Pa. (1931 Dividend Schedule) . 

Phoenix Mutual Life Ins. Co., Hartford, Coun. 
(Increased Annuity Rates) 

(New Financial Adjustment Policy 314%). 
Physicians Mutual Life Club of Home P rotective 
Assn., Waco, Tex. (Injunction Granted) .... 

Pilot Life Insurance Company, Greensboro, 
N. C. (Jefferson Standard now Majority 
Stockholder) ..... eeveeceeens eeedeveosskueeees 
(New Officers) ° 
(Dividend Schedule) 

(Examination Report Released) 
(H. B. Gunter Dies) 

Pioneer Reserve Life Insurance Company, 
Oklahoma City, Okla. (New Company) 

Postal Life & Casualty Insurance Company, 
— City, Mo. (On Stipulated oe 
lan 

Postal Life Insurance Company, New “York, 

(Change in Management)............. 


+ ae a 
Dividends) 


(Statement Figures an 
(Paid-Up Dividends per $1,000) 

The Praetorians, Dallas, Texas. anne 
Favorable) 

Preferred National Life Insurance “Co., “Cleve- 
land, Ohio. (Organization Dissolved). 

Presbyterian Ministers’ Fund, Philadelphia, 
Pa. (John H. R. Acker New President) 

Provident Life & Accident Insurance Co., 
tanooga, Tenn. (New Term to 65 Policy)... 
(Report of Examination Favorable) 
(Reinsures Accident & Health Business) .... 

Provident Life Insurance Company, Bismarck, 
N. D. (Adopts Family Income Plan) 
(Lowers Rates) 

Provident Mutual Life Ins. Co., Philadelphia, 
Pa. (Asa 8S. Wing, President, Dies) 

(M. Albert Linton Becomes President) 
(Marshall & Todd Promoted) 
(New Provident Business Policy) 

Prudential Insurance Company, Newark, 

(20 Year Dividends on “Modified” alizing) 
(In re Sub-Standard Risks)............. 
(Home Office Promotions) 

(Illustration Manual) 

(New Increased Annuity Rates) ne 
(Production Record) . 

(New Modified 3 Whole Life & 20 been Term) 
(New Deferred Annuity) 

Pyramid Life Ins. Co., 
(Organization Under Way) 
(Additional Information) 
(Additional Information) 

Register Life Insurance Co., Davenport, Iowa 
(Production Record) . 

(Production on the Increase) 
(26% Increase New Business) 

Reliance Mutual Life Ins. Co., Chicago, Ill. 
(June 30, 1931 Statement Figures) 

Republic Life Insurance Company, Dallas, Tex. 
(Re Crockett Mutual Policies) 

Rio Grande National Life Ins. Co., Harlingen, 
Tex. (Second Year Cash Dividends)....... 
(Prior Lien on Building) 

Roosevelt Life Insurance Co., Il. 
(Placed in Liquidation) 

Royal Union Life Insurance Co., Des Moines, 
Iowa. (Report of Examination Reviewed)... 
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